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Money-Making Line 


for Lumber Dealers 


White 











November 29, 1941 










WEATHERTITVE 


Cash in, Mr. Dealer, on the popularity of 
these easy-selling frames. They deliver 
satisfaction to your customer and build 
good profitable trade for you 

You'll find in these frames the super 
qualities that meet highest building 
standards. Made of selected Idahc 
White Pine and Ponderosa Pine, care 
fully kiln-dried, they're so well manu 
factured they stand the tests of year: 





ind years rice They have 
Weathertite tongue and groove 
oints between pulley stiles, blind stop: 


Crrscefittin 
Snug-titting 


ind casings 


shape-keey 
ld of winter 
tin, snow and 
ind to spe 
Permatol-treated frame: 
o NDMA,. signifying 


, RT a 
ninimum standard approvdi ot Nationa 























INDUSTRIAL ¢ 
EXPANSION 


A little foresight now will 
save many dollars of future 
maintenance in new factory 
buildings. Show contractors 
the extra life put into mill- 
work and lumber by a 3 
minute dip in WOODLIFE. 


Protection Products Mfc 


Mirs. of PRESERVATIVE SOLUTIONS for 
Research Laboratory and Plant KALAMAZOO, 









Years 


| AMERICAN LUMBERMAN 
Street, Chicago, Il. 


Wiedford 









































Medford mills are operating at full capacity in high 
speed production, to supply emergency demands. Yet 
there is no slighting of quality. Medford high standard 


ire rigidly maintained. Here are DEPENDABLE product: 

in Ponderosa Pine, Sugar Pine, Douglas Fir and White 

Fir. Yard Stock, Cut Stock, Lath, Mouldings. 

SUGAR PINE CLEARS wide and thick, choice qual- 

ity, careful manufacture Firm, strong, fine-grained 
t-textured—the delight of the wood-worker, builde 

ind pattern-maker 


Pine 
..and.. 
Fir 


Members Western Pine Assn., West Coast Lumbermen’s Assn. 
and West Coast Bureau of Lumber Grades and Inspection. 


MEDFORD CORPORATION, "s:diz: 


Oregon 
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Modern reforestation methods insure 
a perpetual yield of this fine lumber. 
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Tue MODERN TREND toward simplicity in home decoration 
is exerting a strong influence in reviving the use of Genuine White 
Pine Paneling. Beautiful pine paneled rooms, more than ever 
before, are marks of enduring good taste. 


The lumber dealer who features Genuine White Pine Paneling 
finds an ever widening field for this fine lumber. Many new effects, 
employing horizontal application as well as horizontal and vertical 
application combined, are fast becoming “musts” in the well 
planned home. Consequently, Genuine White Pine is now one of 
the best points of contact between lumber dealers and property 
owners. Many dealers have discovered that rooms beautifully 
paneled in White Pine constitute an excellent approach to the sale of 
materials for new and old homes and for the modernizing of 
churches, theaters, stores, libraries and business offices. 


4-Square Genuine White Pine with each piece properly seasoned, 
accurately manufactured and clearly identified as a quality item, 
offers additional assistance to the dealer in promoting profitable 
sales. This fine lumber can bea valuable ally in cultivating present 
and future business. 


WEYERHAEUSER SALES COMPANY 


SAINT PAUL @© MINNESOTA 
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Amercan fiumbermati 


This Country of Ours 


Small Manufacturers Unite to Bid 
on Defense Work 


Great is the concern over the fate 
of the small business man in the face 
of priorities, allocations and Defense 
orders; and no one is more concerned 
than the small business man himself. 
He finds that his plant capacity is not 
great enough to allow him to bid on 
large Government orders, and with no 
Defense orders, he is unable to secure 
allocations for materials with which to 
operate his regular business. 

It would be impracticable to suggest 
that Government orders be broken 
down to units small enough to be han- 
dled by these small manufacturers. 
The practice would only tie new knots 
in the present tangle of red tape. 

The solution lies in the other direc- 
tion—uniting small manufacturers to 
make a bidding front that can offer a 
combined capacity sufficient to swal- 
low the tremendous helpings of con- 
tracts being dished up as single por- 
tions by the Government buying 
agencies, 

The AMERICAN LUMBERMAN sug- 
gests that each area containing a num- 
ber of small manufacturing plants or- 
ganize an association, to be known as 
the Associated Manufacturers of Po- 
dunk, or some name with a similar 
connotation, for the purpose of repre- 
senting all cooperating small manufac- 
turers of the area in meeting Defense 
orders. 

After a careful survey of local plant 
facilities this organization would pro- 
ceed to deal with the Government as 
a manufacturing unit. The Govern- 
ment would place orders with, and al- 
locate materials to the association as 
such, and all breaking down of the 
work and distribution of the alloted 
materials to the individual companies 
would be in the hands of the associa- 
tion. It would tend to decentralize the 
routine tasks and records, and relieve 
the Government of much detail work. 

The plan is not new. In certain 
forms it has been undertaken by To- 
ledo and other smaller centers of pro- 


duction. Toledo manufacturers espe- 
cially have been on their toes from the 
very beginning of Defense production 
eftorts, and have been attempting by 
one means or another to secure De- 
fense contracts for their small pro- 
ducers. 

First, they sent a citizen’s delega- 
tion composed of representatives of the 
City, County, Chamber of Commerce, 
CIO and AFofL to Washington to 
present their case. Through Toledoan 
John Biggers the committee met every 





The National Lumber Manufactur- 
ers’ Association did itself proud by 
recognizing the unusual and mag- 
nificent services of Marc L. Fleishel 
by unanimously electing him to 


serve as its third term president. 





Federal official concerned with the 
awarding of the Defense contracts and 
subcontracts. 

Next, a Defense clinic was arranged 
by the Cleveland OPM and the Cham- 
ber of Commerce at which Toledo’s 
industrialists met with Army and 
Navy air force officers, and officials of 
the OPM and Federal Reserve Bank 
to discuss the Defense work problem. 
Still later, Charles E. Swartzbaugh, 
president of the Swartzbaugh Mfg. 
Co., and head of the Chamber of Com- 
merce Manufacturers’ Committee or- 
ganized a pool of plant facilities to bid 
on Defense contracts too large for any 
single plant in the group to handle. 
This was more or less of a private af- 
fair, had seven concerns in the group, 
and was known as the Swartzbaugh 
Mfg. Co. & Associates. The pool of- 
fered facilities for all types of metal 
work, ten plant buildings and 230,000 
square feet of floor space and 450 
skilled and unskilled employees. It 
published an_ attractive illustrated 


booklet detailing the services that the 


group had available for Defense work. 

OPM and SPAB officials came to 
Toledo for a second clinic arranged 
by the Chamber of Commerce, and 
made plans for a branch office of the 
OPM in Toledo, and an expansion of 
the Swartzbaugh plan for pooling 
plant facilities. Mr. Swartbaugh was 
named head of a new committee of 
manufacturers and labor representa- 
tives known as the Toledo Committee 
for Defense Work. The set-up organ- 
ized by this committee, however, is a 
prime contractor arrangement which 
involves the submitting of a group bid 
to the proper Government agency by 
a prime contractor who has assembled 
sub-contracting bids from associate 
manufacturers. 

Sufficient time has not yet elapsed 
to get an accurate picture of the degree 
of success to be faced by the Toledo 
plan. So far the efforts of the com- 
mittee have secured one $717,000 con- 
tract for incendiary bombs for a To- 
ledo concern. Several other Toledo 
companies will share in it through sub- 
contracting arrangements. Other bids 
have been submitted on the same basis. 

Most important, however, is the 
willingness of these Toledo business 
houses to meet the Defense production 
problems in a truly American way. 
They have committed themselves to 
unselfish cooperation without thought 
of trying to capitalize on Defense or- 
ders secured for them by the com- 
mittee. 

A universal declaration of this spirit 
of Americanism by businessmen and 
labor leaders would renew everyone’s 
confidence in the ultimate victory of 
the American way. 

To a large extent it is the lumber- 
man’s business to aid small manufac- 
turers in finding solutions to their pres- 
ent problems. If by suggesting to his 
chamber of commerce a plan based on 
the one outlined above, a lumberman 
could help the producers in his area 
to continue operations and maintain 
their payrolls, that lumberman would 
be responsible for maintaining and 
raising the income level of his com- 
munity and thus, in effect, serve both 
his own interests and those of his coun- 
try and community. 








Make your lumber store just as im- 
portant and busy a shopping center for 
Christmas buyers as any store on Main 
Street—or if you are on Main Street 
as alluring as any other store 
in vour block. 


—just 


How to dress your windows to at- 
tract shoppers, how to display your 
suggestions for Christmas gifts, how 
to advertise what you have to offer 
the buyer in search of ideas are all 
told in other articles in this issue. Be- 
fore you can appeal to the Christmas 
buyer through any of these channels, 
however, you have to know what you 
are going to offer and to believe firmly 
that item dress up in a 
Christmas appeal and advertise as a 
fitting Christmas gift will hold its own 
with what merchants in other lines are 


promoting. 


every you 





Christmas is a home day—a family 
lay—the one day in the year when our 
thoughts and emotions turn indoors 
and focus entirely on home and loved 
ones in it. What can be more natural 
then, than that the lumber yard, pur- 
veyor of physical home _ comforts, 
should be one of the most important 
sources of Christmas gifts. 


( 


An ever increasing number of lum- 
ber dealers realize the possibilities for 
large sales volume and real profit in 
I trade. The Oregon 


the Christmas 
Lumber Co., Denver, Colo., is a good 
Last year they featured 12 
classes of lumber yard products as 


example. 


Amenmcanfiumberman 


ideal Christmas gifts, and with adver- 
tising and the backing of a local news- 
paper, put their idea across. 

and Christmas 
Closet fixtures— 
shoe racks, trouser hangers, wardrobe 
type closet poles, hat stands; Towel 
racks for the kitchen and pull-out types 
to install under the sink; Closets— 
cedar, wardrobe, linen, and 
storage; Cupboards, both kitchen and 
corner; Tennis tables; Imitation tile 
for kitchen and bath room walls; 
Decorative insulation board for walls 
of other rooms; New basement rooms 
for work or play ; New attic bed rooms 
or recreation New hardwood 
floors: insulation; Closed-in 


Their suggestions 


sales leaders were: 


broom 


rooms ; 
Roof 
porches. 

To these featured items they added 
many smaller A local news- 
paper backed their advertising with an 
editorial that read in part: “The 
thought of doing your Christmas shop- 
ping in a lumber yard would probably 
bring a chuckle from your throat 
but the laugh is on you if you don’t 
think twice after reading this story. 
Yes, you can do your Christmas shop- 
ping in a most effective and distinct- 
ively different way at the headquarters 
of the Oregon Lumber Co., where a 
special selection of gifts for the home 
and family has been provided by the 
management. The company suggests 
a hobby shop or a game room, and has 
a wide selection of choice gifts. For 
the fellow owning a set of woodwork- 
ing tools you can pick out a ritzy car- 
penter’s work bench; for the table ten- 
nis fan, a regulation table; for the 
model railroad fan, a wooden right-of- 
way, built to fit his basement layout.” 

The Hanna Lumber Co., Tulsa, 
Okla., promoted every material, piece 
of equipment and service the yard had 
as Christmas gifts, and added a lot of 
seasonal items. New garages, finished 
attics and woodworking shops for 
basements were strongly pushed, and 
backed by compelling displays. Special 
Christmas lines included card table 
tops, lemonwood archery bow staves, 
inlaid serving tray bottoms, coffee 
table tops in walnut and mahogany, 
inlaid tops for jewel boxes, and many 
other similar items. 


The 


ones, 
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~~ Christmas Sales: Ideas 


Co., Topeka, Kan., featured tool sets 
and material for work benches. The 
Dardis Lumber & Fuel Co., Burling- 
ton, Wis., made a good thing of com- 
bination doors as Christmas gifts. The 
G. F. Osterhage Lumber Co. yard at 
lawrenceville, Ill., seized Christmas 
as an opportunity to do heavy promo- 
tion of the idea of building a new 
home or remodeling an old one. 

These mention only a few of the 
hundreds of retail lumber and_ build- 
ing material yards that with the ap- 
plication of a little energy and thought 
have made their stores busy centers 
for Christmas shoppers. This year, 
with limitations on the supply of many 
items due to critical materials restric- 
tions, the lumber yard, with a wide 
variety of materials and pieces of 
equipment not affected by priorities, 
is in a particularly advantageous posi- 
tion to draw Christmas trade. Added 
to this, the European situation, with 
millions of homes smashed or burned 
and with millions of families suffering 
physical torture and mental anguish, 
has turned the minds of Americans 
more than ever to their homes and 
added comforts for them. 

This Christmas the market. needs 
less exploitation than ever before. Peo- 
ple are home-minded, and eager to buy 
for the home. All the average lumber 
dealer has to do is tell the townspeople 
that he is a Christmas shopping center 
—show what he has to sell as Christ- 
mas gifts, and staff his organization to 
take care of the customers. 

Among the major items, there is 
still time to provide a new kitchen, im- 
proved attic space, or a basement rec- 
reation room. For more extensive im- 
provements, a signed contract for 
them—hung on the Christmas tree— 
is an acceptable gift. So, for that mat- 
ter, is a signed contract for a new 
home. 

To the lesser items in the class used 
by the Oregon Lumber Co., can be 
added easily such improvements as 
new paint jobs, both interior and ex- 
terior, new builders’ hardware 
throughout, boards and brackets for 
new shelves, and almost countless 


others. 
This is the year to project Amer- 
ica’s lumber yards 


into the forefront 
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as one of the first avenues of approach 
for Christmas shoppers. Indeed, with 
the spirit in the country as it is today, 
and with the limitations shoppers are 
going to find in their accustomed buy- 
ing centers, it will be hard in many 
places to keep the Christmas shoppers 


Amemecan fiumherman 


away from the lumber yard. A little 
imagination in selecting items to push, 
and a little ingenuity in arranging dis- 
plays and preparing advertising and 
other promotional methods can hardly 
fail to make this a busy Christmas sea- 
son in the lumber yards. 


CHRoISIMAS 
PROMOTION 


Foster end Kleiser 


THIS C 


te” 


The Christmas season is one time 
of the year when you don’t have to 


persuade people to buy. They are go- 
ing to spend every cent they can lay 
their hands on and that alone simpli- 
fies the job of selling. The only thing 
you have to worry about it WHERE 
they are going to buy and WHAT 
they are going to buy. 

Naturally you want them to buy the 
things you have to sell at your estab- 
lishment—and to get them to do that, 
all you need is a gift, a sales leader, 
and a suggestion. 

Literally, thousands of people are 
waiting for you to make your sugges- 
tion, because everybody has someone 
to buy for who “has everything.” A 
suggestion of something new, there- 
fore, will be welcomed. 

What is new? 

Anything that enters deeply into the 
life of a person is always new to that 
person. Few people discover what 
THE best present is because usually 
it is something so utterly useful to the 
receiver that it seems prosaic. 

One woman might be delighted with 
a batter mixing machine or a gadget 
that would decorate butter squares. A 
man might want a filter for his camera 
or a_victrola record. Now why 
wouldn’t that same man be delighted 





Sly 


STMAS GIVE BETTER LIVING 








with a closet remodeled into a dark- 
room, or with a built-in bookcase nook 
for his record library. By the same 
reasoning the woman engrossed in her 
domestic arts would be overwhelmed 
by a new built-in kitchen or even a 
built-in kitchen-corner to house and 
provide work-space for her equipment. 

There is not a hobby, or a task, that 
a person excels in that does not pro- 
vide an opportunity for the lumber 
dealer to create and sell a priceless 
gift. But he must suggest that gift 
for no-one else, perhaps, will think of 
it. Yet the very suggestion itself may 
spark a sale. 

The reason most people won't think 
of the thing the lumber dealer has to 
sell is two-fold: First, because people 
have not been used to thinking of the 
lumber dealer in connection with 
Christmas presents and that means the 
lumber dealer with an idea must ad- 
vertise; and second, because it is so 
much easier to think of an object that 
can be carried out under the arm than 
it is to think of something that must 
be created for the use of someone and 
that means that the merchandising 
lumber dealer must offer, as a leader, 
something he can sell in quantity that 
can be carried out under the arm of 
the purchaser. 
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The leader gets the potential cus- 
tomer into the lumber yard display 
room where a little interested probing 
develops the real life-long present that 
should be created and built into the 
home life of the receiver. The leader 
gets the spotlight in the promotional 
advertising, but the germ of the real 
idea back of the campaign can be 
subtly planted in the same breath. A 
smoking stand, for example, could de- 
velop into a den, or a recreation room 
in basement or attic; a sewing cabinet 
could be turned into a sewing room, 
a sunroom, a nursery, or a closet fitted 
up to store sewing equipment; a 
motor-driven hand tool could be pro- 
moted into a hobby room or work- 
bench. 

It may be an idle conjecture, but 
how many room additions, or remodel- 
ing jobs could be sold by the gift of a 
$5.00 doll, or track and train? Sure, 
remodeling jobs and room additions 
run high in price for the ordinary 
Christmas pocket-book—and Jerry and 
Jenny have to have their gifts—but 
with the help of the FHA time plan 
and the Christmas Spirit, wouldn’t Mr. 
and Mrs. like that room for themselves 
for Christmas, particularly if the lum- 
ber dealer provided Jerry or Jenny 
with a gift they didn’t have to buy? 
Now, the toy present for the children 
need not be advertised, but if the sale 
developed into a real construction job 
of $150 to $300, then the toys on dis- 
play could be explained as a gift given 
to all who contracted for room addi- 
tions or remodelings during the Christ- 
mas season. 


Of course not all of the jobs secured 
during the Christmas season could be 
completed before Christmas day and 
for this exigency the merchandising 
lumber dealer merely borrows a stunt 
from his competitor, the department 
store manager—he shows the customer 
a beautiful order blank, perhaps deco- 
rated with a holly wreath, on which 
he writes out the order for a built-in 
kitchen, or new bathroom, or bedroom, 
to be completed by February 15, or 
January 23, and then he takes the 
down payment from the donator and 
gives him the handsome Certificate to 
hand his wife on Christmas day. If 
there is time enough before Christmas, 
a floorplan, or a kitchen model or room 
model might be delivered in time for 
placement under the Christmas tree. 
As for the rest of the payments, the 
FHA plan takes care of that. 


Any lumber dealer can make Christ- 
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mas one of his most interesting promo- 
tions, and fortunately, anything unusu- 
al in the way of Christmas advertising 
has a way of being remembered all 
during the ensuing year. People look 
for novel Christmas advertising, 
those people who view advertising with 
skepticism during the rest of the year 
are open to almost any sort of appeal. 

A Christmas campaign calls for 
some forethought and preparation. It 
should be started and well underway 
from two-and-a-half to three weeks be- 
fore Christmas. To reap the full bene- 
fit from it, as many types of media as 


even 
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A purely decorative Christmas dis- 
play in the window of the Millersburg 
Coal & Lumber Co., Millersburg, Ky., 
attracted much attention and won a 
first prize for business house displays. 

The floor was covered with cotton 
snow. At either side 
was a candle about 30 inches tall made 
of downpipe painted red. The candle 
holder was an inverted pie tin with a 


and iridescent 


large strip tin handle. The entire 
holder was painted with aluminum 
paint. Flame colored bulbs were in 


In the center of the win- 
dow was a bushel basket tilted so that 
pine and cedar cones and pine boughs 
were partly spilled on the snow. A 
big red satin bow was tied to the han- 
dle. Outside, over the doorway, the 
Millersburg company arranged a spray 


the candles. 


possible should be used. Some large 
newspaper should undoubtedly 
open the campaign, and daily remind- 
ers should be carried in the paper dur- 
ing the three week period. Selected 
lists of regular customers and _ live 
prospects should be sent at least one 
mailing. A handsome invitation might 
be used if there is just one mailing; 
if more are used, the presentation can 
be more commercial in content. See- 
tions of the city from which you par- 
ticularly desire business—those within 
walking distance of your yard can be 
reached by circulars delivered door to 


ads 











of cedar tied with a red oilcloth bow. 

The Nativity scene by La _ Salle 
was constructed in life size in the town 
bandshell of Mount Morris, Ill., by the 
Buser Concrete Construction Co. and 
several other merchants. ‘The 
simplicity of the scene makes construé¢- 
tion problems easy, and its beauty and 
realism proved to be highly effective. 
The floodlighted night-time effect was 
best received. 

The Yallech Lumber & Supply Co. 
of Struthers, Ohio, took advantage of 
its location next to the city park when 
decorating its place of business for the 
1940 Christmas season. The finished 


local 


product won the grand prize for busi- 
ness house decorations in the city. 

A handsome living, 18 foot fir tree 
was planted in the park by the Yallech 
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door. But the type of customer being 
reached must be judged in each case 
and the proper appeal or “leader” used 
to arouse interest. If your normal sell- 
ing area is wide, and you are using 
radio advertising, that too should be 
brought in on the campaign. For to 
be successful, the short swift three- 
week Christmas Campaign must be 
pursued relentlessly with every adver- 
tising gun at your command. 

There is still time for you to reap 
your share of Christmas business and 
to build up a back-log of orders. for 
January and February completion. 


I 














company and later donated to the city. 
It was decorated with blue lights, and 
the company plans to decorate it each 
year for the Yuletide season. 

On the flat roof of the company’s 
building facing the main street, a large 


“signboard was installed carrying the 


message ‘““Merry Xmas” in letters four 
feet high. The sign was covered with 
silver paper; the letters defined in 
lights, alternating green and red. 

One decorative show window con- 
tained a skiing scene using insulating 
wool for snow with miniature houses, 
barns, club houses, small dolls and 
stock. One foot pine trees added real- 
ism to the display. Another window 
had a merchandising theme and cen- 
tered around a brick crepe paper fire- 
place equipped with complete fireplace 
fixtures. On the mantel was a small 
alter lit from the interior, and Christ- 
mas merchandise filled the remainder 
of the window. 


A 14x7 foot booth of logs was built 
by the Reeder Lumber Yard, Hughes- 
ville, Pa., to contain a life size scene 
showing the Wise Men visiting the 
Christ child at the manger. The fig- 
ures were painted by a local high 
school art instructor and were cut out, 
in outline at the lumber mill. Careful 
art work gave the figures a three di- 
mensional effect. 


The scene showed the Christ child 
in the manger with Mary seated beside 
him. Joseph, her husband, stands 
nearby. Approaching are the three 
Wise Men. An illuminated star hangs 
over the stable. Recorded Christmas 
music came from a concealed amplifier. 
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Long Range Promotion Boosts Sales 


OF HIGH QUALITY KILN DRIED LUMBER 


Kiln-dried quality lumber sales of 
the Goodfellow Lumber Co., St. Louis, 
Mo., have been boosted in volume by 
56 percent in four and one-half years 
through a persistent advertising cam- 
paign which stressed the wisdom of 
putting only quality lumber into the 


home. 
k. B. Kentzler, official of the Good- 
fellow company, believes that only 


through a long range program by lum- 
her dealers such as this, can the public 
be educated to the positive advantages 
of properly seasoned lumber. More 
completely satisfied customers and in- 
creased return business is the direct 
result of selling this quality material. 

The Goodfellow campaign has been 
based around a written guarantee cer- 
tifying the quality of the lumber and 
the performance to be expected which 
is presented to each new home owner 
who has used dry lumber from that 
yard. Each piece of Goodfellow lumber 
is inspected with a hygrometer and 
much is rejected as being too moist for 
satisfactory use. 

Advertisements have appeared each 
Sunday since 1936 on the home page 
of a leading St. Louis newspaper, and 
builders have been circularized with 
clever direct mail pieces every month. 
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At times this latter program has been 
stepped up to a semi-monthly tempo. 
It has been one of the longest single 
theme promotions carried on in St. 


Louis by any type of business. “We 
have hammered away at the public in- 
cessantly for so long,’ declared Mr. 
Kentzler, “that the average home 
builder in St. Louis now asks his con- 
tractor “What about this dry lumber I 


have been reading about.’ ” 

The advertisements have six points 
to sell to the public. 

1. The fact that Goodfellow Lum- 
ber Co. buys only dry lumber from 
mills known for their quality produc- 
tion. 

2. That Goodfellow inspects every 
piece with a hygrometer moisture me- 
ter, and identifies each accepted piece, 
carload, or truckload of lumber with an 
OK tag. 

3. That Goodfellow rejects many 
truckloads of lumber every year, sim- 
ply because the test shows that a cer- 


WERE ALL 


WET 














EVERY BOARD MUST 
PASS INSPECTION 


Some illustrations used in connection 
with Goodfellow advertisements 


tain amount of moisture is still con- 
tained. 


4. That Goodfellow quality lumber 
can never fail to live up to specifica- 
tions because it is delivered to the 
builder in small amounts only as 
needed, each truck leaving only enough 
supply for a few days. Rain wetting 
is minimized in connection with this 
point, and the difference between rain- 
wet lumber and sapwet types is ex- 
plained. It is made clear to the most 
casual reader that moisture in the heart 
of the lumber is the real danger. 

5. That Goodfellow Lumber Co. 
furnishes every home built with its dry 
lumber a guarantee signed by company 
officials certifying that the lumber will 
live up to specifications. 

6. That there are instances in which 
Goodfellow lumber survived the effects 
of bad building when other materials 
deteriorated, giving case histories of 
unsatisfactory homes where good lum- 
ber was the exception. 


All of these points were taken up in 
turn and from three to five consecutive 
ads were devoted to each. The public 
has shown particular interest in the 
small-amount delivery of lumber to the 
homesite, a policy which Goodfellow 
has followed for a dozen years. Build- 
ers have also responded to this. 

During the past 19 months, this con- 


cat 





centrated advertising program has 
swung into the use of animated car- 
toons and clever advertisements which 
humanize lumber. In one, a dry lum- 
ber board with face and arms is shown 
in a prizefight ring, knocking out a 
green-lumber board similarly drawn. 
Another series which created comment 
was entitled “You can’t beat the Laws 
of Nature.” It emphasized cracked 
walls, falling plaster, distorted frames 
and bad floors as the natural aftermath, 
unchangeable by anyone, of using 
green lumber. This negative angle was 
dramatized for some time; then the 
content of the ads was changed to a 
positive theme, explaining the advan- 
tages of dry lumber in simple easily 
understood terms. Each ad_ was 
humorous or contained a startling type 
of headline. Estimated readership 
was 250,000 persons per week. 

The builder campaign was equally 
well-planned, consisting of clever direct 
mail folders which go to 600 builders. 
Always of a curiosity inciting type, the 
folders played up the assets of the 
Goodfellow guarantee in selling new 
homes, pointed out that it pays to 
build a good reputation with dry lum- 
ber, and stressed the actual time saving 
and lower costs from waste through 
cutting, sawing and working kiln dried 
stock. “The confidence factor is ex- 
ceedingly important with builders,” 
said Mr. Kentzler. “They are laying 


the foundation for future business with 
homes built today.” 
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Shown here are two interior views of the display room at the Builder's Lumber & Supply Co. The view at the left shows a part 
of the paint display, and the picture at the right shows a wrapping counter and part of the office space 


BUILDS SMALL HOMES TO WIN FRIENDS 


In Malvern, Arkansas, a certain 
small sign placed here and there about 
town is piling up profitable good will 
for an alert lumber dealer. The little 
sign states simply: 


MEN AT WORK 


Builder’s Lumber & Supply 
Company 


Everybody in this town of 2,500 
population knows the meaning of that 
sign. J. C. Cuffman, manager of the 
suilder’s Lumber & Supply Company, 
has deliberately created another job 
for carpenters and painters. He is 
building another of his attractive small 
homes on one of the many lots he has 
bought, so that local mechanics won’t 
have to leave town to make a living. 
Defense programs all over the country 
may drain other little towns of their 
best workmen in the building trades, 
but not Malvern. 


Keep Workmen Busy 


Mr. Cuffman said, “I keep fifteen 
carpenters and painters busy practi- 
cally all the time, working on one or 
more of my small speculation houses. 
And I don’t hide my light under a 
bushel. I let the whole town know 
about it. Speculation houses are the 
best advertising I’ve struck so far. I 
not only have all the good carpenters 
and painters boosting for me all the 
time, but I’m winning the good will 
of people in this community. Around 
here it is considered patriotic to build 
a home that will supply weeks of work 
for several men with families to sup- 
port.” 


This dealer began building small 
houses on speculation with the delib- 
erate purpose of creating good will. 
That goal has been achieved, and the 
small houses have turned out to be 
gilt-edged investments. Most of them 
sell at a good profit before they are 
completed. 

These small frame houses that sell 
for $1,500, exclusive of the lot, strike 
the home owner as being a wonderful 
buy. They represent the utmost in 
economical building and careful plan- 
ning that creates beauty at low cost. 
All of them are built from stock plans, 
sometimes slightly modified for econ- 
omy. Each has floor space of from 
625 to 700 square feet, with two bed- 
rooms, living room, kitchen and bath. 
Some have dinettes, others breakfast 
alcoves. All have kitchen cabinets, 
medicine cabinets, a linen closet, and 
a closet for each bedroom—selling 
points that win women’s hearts. The 
lots are 50x150 feet, most of them 
shaded with trees. 


Economy in Construction 


Economy has been achieved by elim- 
inating the basement, the garage, 
fences, driveways and sidewalks, items 
which are included in the more expen- 
sive complete-package houses built by 
this dealer. The houses have pine 
floors and a gleaming coat of fine white 
paint. Mr. Cuffman is basing his rep- 
utation on the little houses, and he will 
not permit cheap paint used anywhere 
on the job. But he does achieve clever 
economy by utilizing odds and ends 
of materials that accumulate about the 
lumber yard. Speed in construction 


also makes for economy. Most of the 
houses are ready for occupancy less 
than thirty days after construction is 
commenced. Mr. Cuffman personally 
supervises every job, where he keeps 
careful check on all waste. 

The carpenters and painters em- 
ployed on the jobs cooperate with him 
eagerly. They are interested in help- 
ing him give the most possible for 
$1,500. Starting with only one of 
these speculation houses, the dealer 
now keeps one or more under construc- 
tion all the time. Whenever a carpen- 
ter or a painter is out of a job, he 
comes to Mr. Cuffman, knowing that 
a job will be created for him shortly. 


Profit on Speculation Houses 


“We're making enough profit on 
these small speculation houses for them 
to be worthwhile in their own right,” 
Mr. Cuffman said. “But our biggest 
profit comes from the advertising they 
are giving us. People who can afford 
finer houses see our $1,500 specials, 
and then they come to us and ask our 
architect to get busy on plans for them. 
That’s where our unusual setup in the 
store does a good selling job. We 
have a young lady on our staff who 
steps up interest in home ownership by 
giving the prospect help with color 
schemes and interior decorating of all 
kinds, which extends to the rugs, 
draperies and furniture.” 

This most unusual service is with- 
out charge. The interior decorator, 
who is technically a skilled amateur, is 
able to furnish any prospective home 
owner with usable ideas. She collects 


material from books and magazines to 
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pass on to prospects, and often uses 
photographs to show what others have 
done. Her service is available to all 
customers, whether for a $1,500 home 
or one costing many times more. She 
not only does a splendid job in mak- 
ing people home conscious, but also 
turns every home builder into a per- 
manent customer who continues to im- 
prove and beautify his own home. 


Interior Decoration Service 


One of the most popular services she 
offers is personal help in planning new 
kitchens and bathrooms, or moderniz- 
ing old ones. Women especially like 
to consult a woman in planning these 
rooms, especially when the lumber 
dealer sends its woman representative 
to the prospect’s home with sketches, 
clipped pictures, and abundant interest 
in the prospect’s problem. 

Practically everyone who buys one 
of the small speculation houses adds 
improvements in a short while, such as 
a garage, fence, flower boxes, shutters, 
and built-ins, many of which develop 
from ideas supplied by the interior 
decorator. 

Mr. Cuffman said, “By offering the 
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rather unusual complete service we 
give, which commences with the plans 
and extends on through help with in- 
terior decorating and even landscaping, 
we're often able to get a good pros- 
pect interested in building immediately. 
Both men and women like to look at 
the variety of pictures and clipped arti- 
cles our young lady representative 
shows.” 

The store itself emphasizes the com- 
plete-package home. Across the front 
of the gleaming white building is a 
sign in heavy black block letters—‘‘The 
Only Real Security Is A Home of 
Your Own.” The interior is light and 
cheerful, with fine paints given at- 
tractive display. Small built-ins, such 
as telephone cabinets, medicine cabi- 
nets and ironing boards, are shown 
here and there about the store. Attic 
fans, Venetian blinds, and floor fur- 
naces also carry out the complete- 
package idea. The architect has his 
board in the store, and here also is the 
young lady interior decorator, who also 
helps with the office work. 

Mr. Cuffman uses outdoor signs ex- 
tensively, and considers them about his 
best advertising medium, especially for 
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promoting the $1,500 speculation 
houses. In all directions out of town, 
within a radius of fifteen miles, these 
3x4-foot signs advertise one specific 
item each. Signs are also used at all 
the company’s construction jobs. 


Provides Housing for Small Income 
Groups 


Until two years ago, not half a 
dozen speculation houses had been built 
in Malvern, notwithstanding the fact 
that the town was badly in need of 
some sort of building program to pro- 
vide better housing for people with 
small incomes, Mr. Cuffman thinks 
that almost any dealer in towns even 
smaller can build profitably on specu- 
lation. 

He said, “When people see what a 
good little house can be built for $1,500, 
financed so that monthly payments are 
as cheap as rent or cheaper, they are 
going to become home-minded. Even 
if we had to sell the houses at cost I’d 
feel that building them is worth while. 
But we make a profit on every one, and 
continue to make profits on them be- 
cause the owners want to add improve- 
ments from time to time.” 


Top row, left: here is an exterior of Builder's Lumber & Supply Co., Malvern, Arkansas; to the right of this picture, with the 


two lower pictures are shown the progress of construction on homes built by this company; the lower right hand picture shows 
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Dealers Advertise to Offset Effect of SPAB Ruling 


Accompanying this article is a re- 
production of a quarter page ad used 
by the Grinnell Lumber dealers in 
lowa to offset the effect of SPAB- 
rulings. 

In Madison, Wisconsin, the Madi- 
son lumber dealers gathered together 
and ran two one-third page ads in each 
of the local papers, informing the 
public that “Materials Are Available 
through Madison sources for building 
your new home and for remodeling or 


repairing your present city or farm 
poperty.” The local papers carried 
write-ups designed to combat the false 
impression created by the SPAB- 
ruling publicity. Increased demand for 
plans and estimates was immediately 
noticed, it was reported. 

Similarly rising to combat adverse 
SPAB-ruling advertising, the News 
Register of Wheeling, W. Va., carried 
the headlines, “SMALL HOME- 
BUILDING WILL CONTINUE,” 





House Plans Bring Dealer Business 


Among the AMERICAN LUMBERMAN 
small house plans which have met an 
enthusiastic reception from dealers and 
nome builders is No. 250, 

Dick Clark, head of the Atlantic, 
lowa yard of the Joyce Lumber Co. 
tells of a local insurance adjuster who 
wished to vacant 


dispe se of 


some 





property he owned. He _ concluded 
that it would be sold quicker if houses 
were erected. Until the insurance man 
saw the AMERICAN LUMBERMAN house 


plans in the Joyce Lumber Co. office 


Below: American Lumberman House 
plan No. 250 which has had widespread 
popularity. Above and lower right: Two 
houses built from this plan by Joyce 
Lumber Co, at Atlantic, lowa 


B.R 
GQ «tt% 





he could find nothing suited to his 
needs and pocketbook. However he 
immediately selected No. 250 and Mr. 
Clark obtained the working plans for 
him, as they are sold only through es- 
tablished lumber dealers. 

An electrician installing wiring in 
the house was enthused about the 
building plan and had the Joyce com- 
pany secure a copy for use on a vacant 
lot that he owned. The house being 
constructed for the insurance man was 
sold before it was completed, and the 
adjuster had Mr. Clark obtain four 
more AMERICAN LUMBERMAN plans 
for homes to be built on other prop- 
erty. When all are completed he will 
have built two No. 250, two No. 252, 
and one No. 259. 

Mr. Clark, the Joyce representative, 
has consistently clipped and saved the 
house plan insert that appears in every 
other issue of the AMERICAN LUMBER- 
MAN. He is also compiling a private 
plan book composed of photographs of 
all buildings for which he supplies ma- 
terials together with a floor plan and 
some construction details. These sheets 
are filed in a loose leaf binder. 

All of the house plans mentioned 
here are included in the plan book en- 
titled “Popular Low Cost Homes” 
prepared and distributed by the AMEr- 
ICAN LUMBERMAN. 





and quoted Geo. A. Bailey, president 
of the West Virginia Lumber and 
Building Supply Dealers Ass’n. From 
Johnson City, Tenn., the Press Chron- 
icle quoted Robt. R. Jackson, chair- 
man, of the Johnson City branch of 
the Tennessee Lumber, Millwork and 
Supply Dealers Ass’n., as saying 








There is No 
Cause To Be 


Alarmed 


About Reports of Building Material Shortage 


Careful analysis by the Research and Statis- 
tical Bureau of OPM (office of Production Man- 
agement of the federal government) shows that 
"the amount of maintenance, remodeling and 
repair work during the year 1942 is expected to 
be roughly equal to that done in 1941. The OPM 
further states that the ruling on control over all 
construction, public and private, by the SPAB 
(Supply Priorities and Allocations Board) will 
have no effect on small home building, farm con- 
struction and other needed repairs, and does 
not justify alarm. 


MODERNIZATON 1 through emphasis on 
health and safety of the civilian population, will 
be continued on a “business as usual” basis. 

"FARM CONSTRUCTION---Probably will not 


decline but may actually rise as it did in 1918," 
the survey indicates. 





Construction involving the use of such crit- 
ical materials as steel, copper, brass, aluminum 
and bronze will be somewhat curtailed, but these 
materials are still available in accordance with 
federal regulations. 


There is nothing now to indicate that the out- 
look of the building industry will be changed 
from what it was prior to the issuance of the 
order by SPAB. 


ee 


GRINNELL 
LUMBER DEALERS 




















“Priority ban does not affect home- 
building, and modernization here. 
Farm production buildings, farm resi- 
dences and modernization jobs on the 
farm can go ahead.” In Galion, Ohio, 
the Inquirer headlines read, “Order 
Limiting Private Construction Is 
Greatly Exaggerated,” Russell Gled- 
hill of the Galion Lumber Co. was 
quoted in an interview. 

If you have felt the effect of the 
SPAB order in your community and 
have not been in touch with your local 
paper, it is probable that contact with 
your editor will help to rectify the un- 
just situation that has developed. 
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Strong Position Indicated By Southern Cypress Group 


JACKSONVILLE, FLA., Nov. 25.—Members 
of the Southern Cypress Manufacturers’ As- 
sociation, meeting today in the Mayflower 
Hotel, reelected C. R. Macpherson, Palatka, 
Fla., as president, together with other of- 
cers who have served for the last year, 
heard reports reflecting the strong position 
held by this branch of the lumber industry, 
and were addressed by Charles R. French, 
representing the public relations department 
of the National Lumber Manufacturers’ As- 
sociation. In addition to reelecting Mr. 
Macpherson as president, the cypress men 
also voted unanimously to continue as vice 
president and treasurer, E. G. Swartz of 
3urton-Swartz Cypress Co., Perry, Fla., in 
office for another term, and named a full 
slate of directors—most of whom had served 
on the board for the term just closing. 

In a directors’ meeting, which followed the 
convention, Secretary B. R. Ellis was re- 
appointed. Other members of the associa- 
tion’s official “family” include: J. S. Far- 
ish, assistant secretary and traffic manager, 
and J. A. Prestridge, assistant secretary. 

In calling the convention to order, Presi- 
dent Macpherson, of Wilson Cypress Com- 
pany, Palatka, called attention to the fact 
that the session was designed to serve a 
“double-barreled purpose’ —thé annual 
Spring meeting having been abbreviated, of- 
ficers at that time being continued in their 
several positions until today’s regular semi- 
annual meeting. The brief minutes of the 
adjourned Spring meeting were read, and 
Secretary Ellis submitted his report to the 
association. 


Secretary's Report 


In his address, Secretary Ellis dealt at 
some length with the work on which he has 
recently been engaged, representing the en- 
tire lumber industry of the nation, on mat- 
ters affecting priorities in connection with 
the National association. He called atten- 
tion to the promotional work which had 
been featured in other recent years when 
the cypress manufacturers had been repre- 
sented in the various world’s fairs, and at 
other strategic points—and in this connec- 
tion he stressed that most of the associa- 
tion’s members have good order files, and 
indicated the belief that they are liable to 
feel increasingly the pinch of priorities regu- 
lations. Practical suggestions for coping 
with current conditions comprised the bulk 
of Secretary Ellis’ remarks. 


Traffic Problems 


Mr. Farish, in a factual address of much 
interest to the membership, reviewed a num- 
ber of matters pertaining to traffic problems 
—and answered questions from the member- 
ship. Minutes of the meeting of the com- 
mittee on grades and specifications, were 
read—this group having met Monday—and 
Chairman J. F. Wigginton presented several 
pertinent resolutions, which were adopted 
by the association. 

In a discussion of the threatened strike 
of railway employes, Mr. Farish read cer- 
tain resolutions adopted by other ogan- 
izations. 

Upon the suggestion of Mr. Farish to 
President Macpherson, similar action was 
approved by the cypress organization’s 
membership. This, it was indicated, will 


involve the submission of resolutions to the 
President, urging that he exert every possi- 
ble effort to avert any stoppage of opera- 
tions by the carriers, and the continuance of 
the carriers under private ownership. 


Progress of Public Relations 


Mr. French addressed the membership in 
the afternoon, following a luncheon recess. 
Characterizing himself as primarily a re- 
porter, the representative of the industry’s 
public relations force, reviewed the incep- 
tion and development of the program. He 
cited the enthusiastic support being given 
the program by national and regional groups, 
and during the day the cypress body’s ad- 
proval was indicated by the expression of 
individual members and officers. The di- 
rectorate, at its post-convention conference, 
approved financial participation. Details 


dealing with the public relations division’s 





C. mm. - 
MACPHERSON, agar B. ELLIS, 
Palatka, Fla.; Jacksonville, Fla.; 

Secretary 


President 


plans for building friendship for the indus- 
try have been followed closely by lumber- 
men and Mr. French’s report indicated that 
the securing of the necessary financial sup- 
port has made substantial progress. He out- 
lined a five-point plan of operations, and 
told of several points at which this pro- 
gram is already functioning. 

J. F. Wigginton and his committee on 
resolutions received the association’s request 
to prepare suitable resolutions on the death 
of J. S. Foley, nationally known lumberman, 
which occurred recently. 

Because of the widespread interest in mat- 
ters covered by the report of Secretary 
Ellis, a few of his remarks are presented 
herewith: “Since we had our last meeting, 
which was on December 4, 1940, both the 
association office, and all of our members 
have been largely busy with some form of 
the National Defense activities. 

“It is not my intention to take up a 
great deal of time in commenting upon 
either the things accomplished during the 
last year, or what we hope to accomplish in 
the future, as all of you have been kept 
fully posted as to what we are doing more 
or less constantly at all times, and you will 


be kept posted in the future as to what we 
propose to do. 

“The United States Forest Products Lab- 
oratory have about completed their survey 
of wooden tanks and vat industry, and in 
the near future we should have an oppor- 
tunity to survey their report to discover just 
what was covered and make whatever sug- 
gested changes we might feel should be 
made. This report will be released to all 
of you as soon as it is published. 

“This office has been in close touch, 
through Mr. Prestridge and myself, with 
the specifications prepared by the Army and 
the Navy, not only for shore stations, but 
covering the off-shore stations also. Tide- 
water Red Cypresss has been included in 
most of these specifications and some busi- 
ness has resulted, and no doubt additional 
business will develop in the future if our 
cypress producers are able to furnish ma- 
terial. 

“It is not clear as yet to what extent 
allocations will be felt by the lumber in- 
dustry. There probably will not be any 
shock experienced and whatever the effect 
on the lumber industry, I believe it will be 
gradual and hardly noticed for quite some 
time to come. In fact, there is no definite 
understanding today in Washington as to ex- 
actly how allocations will ultimately be 
handled, nor to what extent the ultimate 
purchaser of finished goods will notice the 
change. 

“Let me repeat what, of course, you al- 
ready know, that no matter what your 
priority problem may be, you are entitled to 
write me in Washington, as I am there to 
serve you to the fullest possible extent. I will 
file in your name any application for prior- 
ities which you are seeking, and -my office 
in Washington will expedite such applica- 
tions in order that you may have what might 
be called personal representation with the 
Priorities Division of OPM.” 





Loadings of Revenue Freight 


The car service division of the Associa- 
tion of American Railroads reports that 
revenue freight for the two weeks ended 
Nov. 15 totaled 1,757,424 cars, showing a 
decrease of 50,920 cars below the number 
for the two weeks ended Nov. 1. Forest 
products loadings of 85,722 cars show a 
decrease of 4,667 cars below the number for 
the two weeks ended Nov. 1. 





$750,000 Private Rental 
Project Has 196 Units 


Los ANGELES, CALIF., Nov. 22.—Califor- 
nia redwood was chosen as the dominant 
exterior wall material of a $750,000 private 
rental project currently being completed 
for families in the upper income brackets 
at Los Angeles. It is located on an 8-acre 
tract, and comprises 196 units in 26 build- 
ings. Following the lines of early Ameri- 
can architecture, exterior treatment of the 
buildings is a combination of wood and 
stucco. 
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See Emergency as Opportunity to Promote Lumber 
Use and Forest Conservation 


N. L. M. A. Re-elects Marc L. Fleishel President for a Third Term 


“Behind the Eagle Stand the Forests.” 

That was the keynote of the annual meet- 
ings of the National Lumber Manufacturers 
Association, the American Forest Products 
Industries, Inc., and the Timber Engineering 
Co., Inc., held in Chicago, Nov. 
10 to 14, inclusive. 

The tone of every committee 
meeting, of every deliberative 
group on policy, of every gen- 
eral session, was keyed to a 
high pitch of eagerness at the 





M. L. FLEISHEL, 
Shamrock, Fla.; 
President 


opportunity the national emer- 
gency provides for manufactur- 
ers and fabricators of lumber, 
timber and other forest prod- 
ucts to meet accelerating de- 
mands and to prove that Amer- 
ican forest crops have been 
harvested ina manner that guar- 
antees perpetual yield. That there is no 
timber shortage, and that there will be no 
timber shortage in this country at any time 
in the discernible future are facts of im- 
measurably vital importance to the Nation. 
Perhaps nothing short of the emergency with 
its consequent probing scrutiny of the pro- 
duction facilities of every American indus- 
try could have served to bring the lumber 
industry into the limelight as a national for- 
est farm system flexible enough to meet any 
production demand made on it; and perhaps 
nothing short of the cold scientific analysis 
of experts directing their attentions to the 
potential national wealth in natural resources 
could have focused so much attention on 
the accomplishments of the past two dec- 
ades and the plans for the future of Amer- 
ican lumbermen with regard to their policy 
of harvesting trees on a basis that perpetu- 
ates the forests and guarantees indefinitely 
an adequate supply of timber. 

Several sessions of the Forest Conserva- 


tion Committee under the chairmanship of 
G. F. Jewett, Lewiston, Idaho, were de- 
voted to perfecting plans for wider applica- 
tion of the principles of reforestation al- 
ready controlling annual timber cuts through- 


BEHIND THE EAGLE 
STAND THE FORESTS 





out the country. 

The Manufacturers Standardization Com- 
mittee (W. T. Murray, Rochelle, La., chair- 
man), The Advisory Committee (W. B. 
Greeley, Washington, D. C., chairman) 
and the Temporary Administration Com- 
mittee on Forest Industries Public Re- 
lations, American Forest Products Indus- 
tries (R. C. Winton, Minneapolis, Minn., 
chairman) all considered their problems 
with due appreciation of the opportunity 
to serve the Nation, and to demonstrate to 
the public what the country’s forest re- 
sources are, and how they have been hus- 
banded. 


The Trade Promotion Committee (I. N. 
Tate, St. Paul, Minn., chairman) reviewed 
the 1941 program and its results, and pro- 
posed and adopted the budget for next year’s 
operations. C. R. French, Washington, 
D. C., enumerated the associations varied 
activities under the head of trade promo- 
tion, and elaborated on the specific opera- 


tions of each activity. Reports and discus- 
sions at this session left no room for doubt 
that lumber and timber products men are 
promotional minded, and alive to the need 
for continuing sales promotion and_ public 
relations work. 

The annual meeting of the 
stockholders and directors of 
Timber Engineering Co.,, 
(George W. Dulany, Jr., Clin- 
ton, Iowa, chairman) was an 
all-afternoon gathering of im- 
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portant timber producers and 
timber engineers who reviewed 
the highly satisfactory progress 
and development of Teco as an 
increasingly important factor in 
the structural field. H. G. Uhl, 
secretary, Timber Engineering 
Co., highlighted the year in 
retrospect, and unfolded the 1942 campaign 
for advancing the use of timber for struc- 
tural purposes. 

Basing his talk to a large extent upon 
“Jobs Done,” the Timber Engineering Com- 
pany’s booklet which describes uses of Teco 
products, Mr. Uhl stated that NLMA data 
showed over 4% billion feet of lumber used 
for National Defense this year, but that this 
figure does not include purchases by con- 
tractors which may run to several billion 
feet additional. In Defense projects alone, 
the Teco system of construction accounted 
for a total footage of 368,718,000. Typical 
of non-defense sales in 1941 were 61 sales to 
Highway Departments of 23 States; Amer- 
ican Red Cross prefabricated hospitals in 
England and Egypt used 613,000 feet of 
lumber and the Farm Security Administra- 
tion in Alabama, Georgia and Virginia used 
117,000 feet for prefabricated houses. Thirty 
non-defense jobs or fields used 19,732,000 
feet of lumber. 





—— 
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One of the outstanding promotional ac- 
complishments in 1941 was the revision of 
the Typical Lumber Designs book of 1942 
to contain 470 typical Teco designs for use 
as a guide to architects and engineers. Dur- 
ing the year, 2,200 blueprints of typical de- 
signs were supplied prospective customers, 
22,000 planograph designs were used in spe- 
cial mailings on hangers, Defense housing, 
etc., 270 calls were made on engineers and 
architects in Washington and 295 calls were 
made on railroads, highway departments, 
housing groups, ete. 

In the company’s direct mail campaign 
during the ten months of 1941, there were 
301 mailings of 268,379 pieces of literature 
to railroads, airports, power companies, 
architects, engineers, shipyards, universities, 
bridge builders, contractors, highway de- 
partments, timber fabricators and housing 
agencies. Also there were 45 termite shield 
mailings of 122,000 pieces to Government 
departments, contractors, railroads, builders, 
realtors, retail lumber dealers, building in- 
spectors, sheet metal building and 
loan associations and architects. 

Three series of slides for use with Uni- 
versity students, architects and engineer 
groups were also available, and during the 
past year motion pictures were taken of 
various testings and constructions and fabri- 
cations relative to the use of the Teco con- 
nectors. 

Of great importance was the interest evi- 
denced by 168 professors in 97 schools who 
distributed to their students for classroom 
work 4,851 copies of Wood Structural De- 
signing Data and 7 Supplements. 

Since September, Teco has supplied upon 
request 43,557 pieces of literature to 195 
professors in 102 Universities in 46 States 


Fs 


shops, 





and the District of Columbia. This interest 
shown by engineering schools is undoubtedly 
playing a major part in preparing the way 
for future use of Teco connectors. 

Any lumberman having a problem re- 
garding use of spans or long timber can 
write to Teco and receive illustrated pamph- 
lets that will help him solve his problem. 

Resumes of most of the committee meet- 
ings were presented to a general meeting 
following a luncheon on Thursday. This 
meeting was addressed by I. N. Tate, H. G. 
Uhl and R. G. Kimbell, chief engineer of 
the association. 

I. N. Tate, discussing public relations and 
selling said that lumber is perhaps the one 
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structural material in good 

supply. Although mills are 

oversold, the industry has 

an opportunity to sell lum- 

ber for uses not enjoyed 0 
for some years. He pointed 
out that greatly expanded 
production facilities for 
other structural materials 
to meet defense needs 
will be released when the emergency is over 
and unleashed in competition for private 
business. At present, he said, there is an 
opportunity to get some mitigation of unfair 
features in many city building codes. 

On the subject of building codes, R. G. 
Kimbell stated that one of the greatest needs 
is for lumbermen everywhere to be on their 
toes, watching what is going on in code 
writing. Speaking about Government spe- 
cifications, the speaker stated that the As- 
sociation office is doing everything it can 
to get the various Government agencies to 
use lumber where it is logical to do so, 
and thus release a lot of critical materials. 

That lumber manufacturers in their pro- 
motional efforts are not taking full advan- 
tage of the inherent advantages of their own 
product is the strongly held opinion of R. G. 
Kimbell, NLMA chief engineer. Makers of 
materials competitive with wood sheathing 
and siding, he pointed out, have naturally 
emphasized the special values or sales points 
of these products. But no competitive sheath- 
ing or siding, he asserted, combines insu- 
lating value and structural strength as does 
lumber, and these items in wood have de- 
cided advantages in modern air conditioned 
homes because of their greater resistance to 
damage from moisture condensation. And 
lumber has a toughness of fibre that makes 
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it highly resistant to shock or strain. Mr. 
Kimbell thinks that lumber producers will 
benefit by emphasizing in their advertising, 
both to consumers and to retail dealers, the 
characteristics of their product that in nu- 
merous applications should win in prefer- 
ence. 

R. B. White, Kansas City, Mo., head of a 
committee to cooperate with the Forest 
Products Laboratory, reported satisfactory 
progress in view of a very real desire on 
the part of laboratory technicians to co- 
ordinate their efforts with those of the 
Association. At the conclusion of the con- 
vention a group of 25 association members 
and trade press representatives journeyed 
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for the ARMY 


Barracks, laundries, portable bridges, hospitals, recreation centers, 
warehouses, laboratories, tent houses, chapels, operations offices, meses 
halls, hangars, airplanes, ‘plane construction jigs, ‘plane shipping 
erates, tank models, rifle stocks, packing boxes, ammunition boxes, 
and uncountable other items. 


for the NAVY 


Barracks, meee halls, recreation halls, class rooms, roof trusses, 
armories, flooring, office furniture, drafting boards, keel timbers, 
keel wedges, rams, trawlers, mine layers, mine bweepers, patrol boats, 
mosquito boats, Coast Guard cutters, life-saving boats, battleship decks, 
scaffolding, shipways. spar timbers. 


for DEFENSE HOUSING 


Prefabricated houses, comfortable homes for workers in defense in- 
dustries, shelter for families evicted from land needed for military 

one-story, family houses; two-story, multiple family 
houses; housing for Navy Yard workers. 
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Drydocks, factories, mold lofts, assembly shops, shipyards. scaffold- 
ing, pile drivers, cargo vessels, warehouses, canneries, airplane fac- 
tories, freight care, ordnance plants 


for ALL INDUSTRY 


Engineering services, churches, theatres. orchestra shells, piers. aurli 
toriums, garages. steel racks, warchouses, oil derricks, tank towers. 
forest fire lookout towers, coal towers, cooling towers, barns, hangars, 
riding academies, roof trusses, skating rinks, railroad bridges. foot 
bridges, powder magazines. trestles, arches. concrete forms. factories 
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to Madison, Wis., for a one-day inspection 
tour of the laboratory. 

On Thursday afternoon a National De- 
fense Clinic on priorities was held in the 
French Room. The first of a group of Gov- 
ernment officials to address the assembly was 
Peter A. Stone, Price Administrator for 
3uilding Materials, Washington, D. C. Mr. 
Stone stated that his office is charged with 
the responsibility of maintaining reasonable 
price levels, and that to this end their in- 
vestigations lead in unexpected directions. 
An attempt, for instance, to determine the 
reasonableness of the price of a given specie 
or forest product usually leads to the neces- 
sity of studying other species or related 
products. 

Other speakers discussed industrial con- 
servation with respect to priorities and allo- 
cations of raw materials and manufactured 
products. A representative from the De- 
fense Housing Office in Chicago detailed the 
steps necessary for getting a priority for a 
Defense house or a Defense Housing project. 
These are displayed prominently on the fol- 
lowing page. 

During the open business session Friday 
morning, R. C. Winton, chairman of the 
Forest Industries Public Relations program 
discussed the steps which led up to the 


present campaign and highly commended 
Director of Public Information C. R. 
French, and Public Relations Counsel 


James P. Selvage on their accomplishments. 

At Mr. Winton’s suggestion, Mr. French 
outlined in detail the campaign which will 
operate to extend interest in the lumber in- 
dustry. The campaign to influence the pub- 
lic’s attitude towards the lumber industry 
will unfold under five major divisions. 
First a journalist’s and author’s group will 
work with people who influence the thought 
of others through the medium of magazine 
circulation and book publishing. Efforts will 
be directed towards interesting editors in 
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articles on the forest industry. Help will 
be given in obtaining material. This divi- 
sion will also attempt to interest school text 
book writers and publishers in the forest 
industries. 

The second division is an Organization's 
and Speakers’ Bureau to reach local clubs, 
schools, Chambers of Commerce, conventions, 
etc. This unit will use the facilities of estab- 
lished groups to spread information about 
forests and forest products and likewise will 
operate a central film exchange and booking 
agency so that moving pictures on phases of 
the industry will be made available to exist- 
ing clubs and civic organizations. 

The third division will interest itself in 
newspaper and syndicate relations. Friendly 
contact will be maintained with newspaper 
editors and efforts will be made to distrib- 
ute spot news stories on forests and forest 
products to newspapers and wire press serv- 
This division will devote attention to 
the feature syndicates which serve hundreds 
of newspapers. Special articles and features 
will be developed for circulation through 
these mediums. 

An intra-industry unit, the fourth divi- 
sion, will concern itself with the lumber 
industry itself. Efforts will be made to get 
lumbermen themselves to become ambassa- 
dors of goodwill so that everything they do 
or say will be designed to influence public 
opinion favorably. 

The fifth division will concern itself with 
radio to develop radio broadcasting outlets 
and to provide interesting and informative 
material on forests and forest products for 
sustaining radio programs of an educational 
nature. 

Following Mr. French’s summary, Mr. 
Winton called on James P. Selvage to re- 
port. Mr. Selvage pointed out that the work 
had actually begun and that the Public 
Relations program had become a reality. 
All elements of the industry were uniting 
in-their support of the program, he said. 

B. R. Ellis, Washington, D. C., Director 
of Priorities, Lumber and Timber Products 
Defense Committee, and chairman of an 
association committee to acquaint the public 
with what the Forest Products Laboratory 
has been accomplishing, reported several sat- 
isfactory meetings of architects and engineers 
with laboratory men, and predicted others 
for the coming year. 


ices. 
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On the subject of Priorities, Mr. Ellis said 
that the best way to get a priority for lum- 
ber mill maintenance needs is to get a PD3 
order. It lies within the power of Army 
and Navy officers to grant such orders. Mr. 
Ellis suggested that such officers should be 
approached with the story of maintenance 
needs for a given mill, and if they agree 
that the business being done is essential to 
National Defense they can extend a PD3 
order for sawmill supplies and equipment. 
That, said the speaker, will get action. He 
added that you can rarely get better than 
an A-2 rating with a PD1 order, and that 
it might take a long time to get action on 
such a rating since priorities are ever goinz 
down in value. 

In case of emergency, said Mr. Ellis, an 
emergency such as a fire or a boiler explo- 
sion, you can get prompt action from OPM. 

He urged that all mill operators do every- 
thing they can to keep their plants going 
without buying new equipment or material 
of a critical nature. He urged that repairs, 





How to get a materials pri- 
ority order for a Defense House 
or a Defense Housing project: 


1. Go to your local Defense 


Housing Office. 
2. Get Form PD105. 
3. Get Form PD 105A for a 


new house, or Form 
PD 105B for a remodeling 
or rehabilitation operation. 


4. Get a critical areas list in 
order to be sure that the 
operation you have in mind 
lies in one of the areas. 


5. Get a list of critical mate- 
rials on which it is possible 
to get a priority. 


6. Get Form 10A41, which is 
a material list form on 
which you check the ma- 
terials for which you want 
a priority order. 


7. Fill out all the forms care- 
fully, and file them with a 
set of plans and specifica- 
tions, and a plot plan for 
each project requiring a dif- 
ferent plan. If a number of 
houses in the same project 
are to be built from the 
same plan, only one set of 


plans need be filed. 











patching or the purchase of second-hand 
material be tried before making application 
for a priority, and urged also that operators 
try to anticipate their needs for next year, 
since it seems highly probable that metals 
will be even more scarce in 1942 than they 
are now. 

An extremely interesting picture of the 
European timber situation was presented by 
Egon Glesinger, Secretary-General, Comite 
Internationale du Bois, Brussels, Belgium. 
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In 1900 Mr. Glesinger said, Europe was 
a wood deficit land. World War I made it 
a timber exporting country, and led to the 
discovery of greater use of wood products. 
World War II is putting most of these dis- 
coveries into practical use and creating an 
annual wood deficit for Europe of closer to 
17 billion feet than to the nine billion feet 
that some authorities have agreed upon. 

At the annual banquet, Stewart Holbrook, 
author of “Holy Old Mackinaw” and _ its 
toned-down version for youngsters, “Tall 
Timber,” was one of the two speakers on 
the program. Introduced as a man who 
had worked his way “from a logger to a 
Harvard lecturer,’ he was presented to the 
banqueteers as the author retained by the 
association to be the spear-head of the 
newly invigorated public relations program. 
As a historian of the timber and lumber 
products industry, Mr. Holbrook offered 
facts and data in his interesting talk to prove 


‘that the often maligned timberman was not 


the despoiler of national resources, but the 
pioneer, behind whose swinging axe the less 
heroic figures of the farmer, the banker, 
and the tradesman marched to finally settle 
the land that was cleared. 

The second speaker of the evening was 
John Mulholland of New York City, who 
drove home a number of pertinent points by 
use of card tricks and advanced legerde- 
main. 

During the convention two important reso- 
lutions were adopted, one, relating to SPAB 
was as follows: 

The National Lumber Manufacturers As- 
sociation accepts and supports control of 
the use of critical materials in the interest 
of national defense. We recognize the dif- 
ficulties in the intelligent and consistent ap- 
plication of this principle; but we know 
that home and farm building is now being 
widely curtailed by public misunderstand- 
ing. The Association makes the following 
recommendations to the Supply Priorities 
and Allocation Board for the purpose of 
clarifying the present confused understand- 
ing of its policies and providing more defi- 
nitely for essential types of civilian con- 
struction. 

First: A specific allocation of materials 
for the manufacture of nails in sufficient 
quantities to supply all construction re- 
quirements ; 
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Second: <A priority rating for materials 
used in the construction of farm buildings 
needed for the care of crops and livestock, 
equivalent to that assigned to Defense 
Housing ; 

Third: Widely publicized announcement 
that the Supply Priorities and Allocation 
Board encourages all home and farm build- 
ing, or all such building within stated limits 
of unit cost, as essential to maintain na- 
tional living standards and employment; 
and will facilitate such building to the full- 
est extent possible without benefit of spe- 
cific priority. 

The second resolution relating to the 
threatened railway strike stated: 

The Lumber and Timber Products In- 
dustries are among the largest users of the 
services of the American railways and are 
largely dependent upon these services for 
the transportation of their products. We 
note that certain of the railway brotherhoods 
have declined to accept the recent findings 
of the President’s Emergency Board and 
have threatened to call a strike to secure 
greater wage increases than have been found 
by that Board to be just and reasonable. 

We think that under the circumstances of 
the National Emergency, refusal by any 
party to the controversy to accept the find- 
ings of the Board is unwarranted, injurious 
to shippers and contrary to public interest. 

We ask the President of the United States 
to seek such action as will maintain the 
integrity of the Railway Labor Act and will 
secure the acceptance by all parties in- 
volved, of the findings and recommendations 
of the Emergency Board. 

Election of officers resulted as follows: 

M. L. Fleishel, Shamrock, Fla., was re- 
elected President of the National Lumber 
Manufacturers Association, for a third term. 
Other newly elected officers are: First 
Vice-President, I. N. Tate, Weyerhaeuser 
Sales Co., St. Paul, Minn.; Vice-Pres. and 
Treas., W. M. Ritter, of W. M. Ritter Lum- 
ber Co., Columbus, O.; Vice-President, 
J. M. Brown, Long Lake Lumber Co., 
Spokane, Wash.; Vice-President, Earl M. 
McGowin, W. T. Smith Lumber Co., 
Chapman, Ala.; Vice-President, W. W. 
Kellogg, Kellogg Lumber Co., Monroe, 
La.; Vice-President, Corydon Wagner, St. 
Paul & Tacoma Lumber Co., Tacoma, 
Wash.; Secretary-Manager, Wilson Comp- 
ton, 1337 Connecticut Ave., Washington, 
BD: <, 

M. L. Fleishel’s address as president of the 
association follows: 

I think you will agree that we are now in 
one of the most critical periods in all of our 
business history. However, today as never 
before we must keep the wheels of industry 
turning. Our industry is one of the most 
vital now being called upon to meet first 
and urgent needs of the general defense 
program in the housing not only of the 
personnel of the army and the navy here 
at home and in the island bases abroad, 
but of the increasing millions of defense 
workers being called into industrial life 
to supply the numerous requirements of 
these great numbers of men for the produc- 
tion and processing of the various com- 
modities required by them. 

This industry quickly accepted the chal- 
lenge to do its part and the Government 
was assured that there would be no bottle- 
necks in lumber. I think we can now con- 
scientiously say that there have been none. 
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But we will likely be called upon to do 
even more and we want to charge and urge 
that, regardless of the problems or the costs 
involved, we keep ourselves fully equipped in 
maintaining production on a basis to meet 
any and every demand that might be made 
upon us. 

We have often chafed under a heavy han- 
dicap of an utter lack of knowledge with re- 
spect to any information whatever of when, 
of what, or where these demands might be. 
This is probably unavoidable and in the con- 
stant changing of personnel in those branches 
of the defense agencies with whom we have 
had to maintain contact, this has made it 
especially difficult. In spite of all this we 
have not failed and I have the faith that we 
will not fail. 

The realization that we are at war came 
much closer home with the recent ruling of 
the Supply Priorities and Allocations Board 
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refusing priorities to any new private or 
public construction jobs which require ap- 
preciable quantities of building materials 
for which shortages exist, unless such proj- 
ects are essential for defense or for the 
health and safety of the people. In districts 
where defense housing shortages exist pri- 
vate home building probably will not be 
stopped. Elsewhere it may be to some ex- 
tent. Here, it seems to me, is again a chal- 
lenge to our intelligence and our ingenuity 
to educate the public to the use of other ma- 
terials to take the place of those materials 
that are short, and at the same time provide 
employment for those whose jobs will be 
affected by this ruling. It has been stated 
that four and a half million men will lose 
their present jobs unless immediate steps 
are taken to lighten the hardships about to 
be imposed upon the building industry by 
the recent ruling of the Supply Priorities 
and Allocations Board. The SPAB curb on 
construction activities other than so-called 
defense work is a very serious blow to the 
building industry and in time, if fully fol- 
lowed, means the complete shut-down of 
practically all private building unless it is 
lightened. The Administration, as you 
know, is now trying to provide the means 
to save the jobs of these hundreds of thou- 
sands of workers threatened with unemploy- 
ment by the present system of priorities and 
allocations. 


It is my belief that we will be reasonably 
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well occupied for the coming six or eight 
months at least to meet the requirements of 
the defense agencies. But with the un- 
known factors we are now facing it would 
be more than difficult to contemplate what 
might be in store for our industry beyond 
such a time. We are operating during this 
current calendar year on a production basis 
of between 32 and 33 billion feet and have 
experienced and are continuing to experience 
a fairly well balanced relationship between 
production, new business and_ shipments. 
With the ever-mounting production, labor, 
tax and material cost burdens, there may be 
a serious question as to whether the indus- 
try can continue to produce to capacity un- 
der present price ceilings. 

I wish it were possible for us to do what 
we have been prone to criticize some of the 
defense agencies for not doing, and that is 
while we are assembled here now to chart 
a definite course for our industry to follow 
in the future. But obviously this cannot be 
done and we continue to have our every 
activity blue-printed for us. No longer do 
we have more than a very weak voice in 
any phase of our business. 

Like other branches of industry we have 
been plagued by and suffered from unin- 
formed and misinformed sources. Much of 
this we could have avoided. But unfortu- 
nately our industry has never provided am- 
ple funds to combat this type of propaganda. 
We have busied ourselves with the nearer 
and more immediate competitive problems 
between ourselves and the innumerable sub- 
stitute commodities. The stark realization 
that some day this war will be over must 
have awakened in the minds of many of 
our lumbermen the question of what is to 
become of us and our industry in particular 
in the readjustment of the international 
economy. I have been tremendously im- 
pressed by the seriousness and earnestness 
of a substantial group of our forward-look- 
ing and forward-thinking lumbermen who 
have tackled this problem and are now cour- 
ageously and vigorously developing an in- 
formative program and a campaign for “bet- 
ter public relations for lumber.” Every 
lumberman in the nation should feel it a 
privilege to have a real part in it and it is 
my hope that none will let the opportunity 
escape him. We can continue to say, as we 
too often have said in the past, that our 
industry is different from those of like size. 
This is a fatalistic viewpoint and will get 
us exactly nowhere. 

Out of my personal observation during the 
past year I know that more adequate office 
space in Washington than we now have will 
add to the efficiency of our association ac- 
tivities. I have suggested during recent 
months that we secure by purchase an of- 
fice building well located, with adequate 
facilities and now available to us at a rea- 
sonable price. To do this will, in my judg- 
ment, be in the interest of the industry and 
a good investment. 

I know it is routine and more or less 
commonplace for one to casually thank an 
organization for its response to a call to 
service. I do not wish to do that. But I 
do want to extend to each and every mem- 
ber of the staff and personnel of this or- 
ganization my grateful appreciation for theix. 
fine, efficient, loyal cooperation during my, 
term of office. I am likewise deeply appre= 


ciative of the cooperation of the regional 
managers and the various standing commit- 
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tees. To the Board of Directors and the 
Executive Committee I am deeply grateful 
and want to assure them that the National 
Lumber Manufacturers Association has no 
greater asset today than Dr. Compton and 
his exceptionally loyal and efficient staff 
and personnel that he has built around him. 

Secretary-Manager Wilson Compton's 
address and report was as follows: 

I am not going to talk about our part in 
National Defense. We know our part. We 
are doing it and I think we are going to 
do it better if we are given the chance. But 
I do wish for a few minutes to talk with you 
about certain opportunities and certain re- 
sponsibilities of this industry and what, in 
my judgment can be done about them. 

Years ago you were led to believe that the 
lumber manufacturing business consisted 
principally of sawing logs into boards and 
selling them at a profit if you could, dealing 
fairly with your employees and paying your 
debts and your taxes. It is no longer as 
simple as that. 

In recent vears we have had 
minders that home building has 
hackbone of the 
business. 


many re- 
been the 
recovery of the lumber 
To a large extent I think it will 
so continue even in war time. But home 
building, except in the 280 so-called defense 
areas, will by comparison lose some of its 
importance. The total of construction busi- 
ness this year will exceed 10 billion dollars. 
This is the highest record in 15 vears. It 
is one-fourth greater than 1940. The forth- 
coming quarterly report of the Lumber Sur- 
vey Committee to the Secretary of Com- 


merce will forecast residential construction 
in 1942 less than 1941 by one-fourth in 
units and by one-third in value volume 


and total construction less by about 30 per 
cent. Most of the residential building will 
be low-cost small homes. The published 
estimate of the Supply, Priorities and Allo- 


cations Board for 1942 is far over eight 
hillion dollars, three-fourths of it for de- 
fense. This, with the exception of the 


current year, is the highest national total 
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since 1929 and 40% higher than in 1937 
which, in the lumber and timber products 
industries, was a fairly satisfactory year. 
Moreover, the prospect ahead is for exten- 
sive substitutions of timber products for the 
scarcer metals and critical materials not only 
in small buildings, but also in heavy con- 
struction, in freight cars, in furniture and 
fixtures, in boxes, barrels and containers, 
and now even in aircraft. 

Notwithstanding the shrinkage in recent 
weeks in volume of lumber movement, which 
I think is only temporary, the volume of 
lumber business in 1941 will 1940 
hy more than one-eighth. 


Total Trade vs. Balanced Trade 


Defense agencies have repeatedly urged, 
and in recent months have taken steps to 
encourage, heavy lumber production. On the 
whole the timber products industries have 
received favorable priorities treatment. Nor 
have they been overlooked in the bestowal 
of price controls. Timber products gen- 
erally are regarded by defense agencies as 
the most acceptable substitutes readily avail- 
able in large volume for many of the scarcer 
materials for many important defense and 
civilian uses. Responsible officials want as 
a matter of policy, if for no other reason, to 
keep the saws running. In general I think 
they have persuaded themselves that lumber 
is one of the important “safety-valve” indus- 
tries and that it should be kept so. This 
largely hinges on policies with respect to 
defense and civilian building. 

I doubt that the defense agencies, also 
as a matter of public policy, will finally con- 
clude that the public interest even in war- 
time is served by denying the building of a 
small home for civilian purposes, or a farm 
building, for the want of ten kegs of nails or 
a few pounds of pipe. 

The more difficult problem in this in- 
dustry next year in my judgment will not 
be total trade but balanced trade. Present 


exceed 


and prospective demands for defense uses 
together with present and prospective re- 
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strictions on civilian uses will result in a 
heavy load on all grades in some species 
and on some grades in all species. It will 
also result in difficult accumulations of what 
may be called the “side-cut” of materials for 
which there is little defense demand but 
which necessarily results from the production 
of items for which there is a heavy defense 
demand. Exactly the same condition de- 
veloped during the last war. It probably 
cannot be wholly avoided. But it can be 
alleviated in two ways: First by skillful 
manufacture to reduce the accumulations of 
stale items; second, by a more realistic 
priorities policy which may at least permit, 
if not facilitate, ordinary civilian building 
to the extent that its drain on scarce mate- 
rials is not disproportionate to the public 
importance of enabling the building indus- 
tries and their dependent employments to 
“carry on.” The first is a matter entirely for 
each individual manufacturer. The second 
depends on the policies of the National De- 
fense agencies and the recent announcement 
of their intention to convert a system of 
priorities into a system of allocations may 
be a step in that direction. 


Defense Organization 

To deal effectively with these problems 
the lumber and timber products industries 
in my judgment should have a more ade- 
quate and a more clearly defined official 
mechanism for consultation with the defense 
agencies. At present lumber and_ timber 
products are still under a multiple juris- 
diction . 

As you know, the reorganization of OPM 
in last June included a plan of official In- 
dustry Committees. Early in July the Divi- 
sion of Purchases initiated the establishment 
of such a Committee representing the lumber 
and timber products industries. In its pro- 
posed form that plan contemplated a group 
of ten divisions or sub-committees and a 
central steering committee. The proposal of 
an official Lumber and Timber Products 
Industry Committee appointed by OPM to 
function under its auspices has been in sus- 
pense for the last ten weeks. 

The Lumber and Timber Products De- 
fense Committee meantime has not felt war- 
ranted in making any further representations 
to OPM with respect to its establishment. 
But it seems to me that consideration ought 
now to be given to the wisdom of urging 
the Office of Production Management to 
proceed to the establishment and functioning 
of such a Committee. The authority and 





At left: Assembling first plastic-bonded 

wooden military type training airplane; 

one of the many new markets develop- 
ing for lumber products 





the facilities to deal with the problems of 
these industries should be more definitely 
centralized and focused. 

But let us not assume that we are de- 
pendent on what agencies of the Government 
may do for us. There are even more im- 
portant things which we can do for our- 
selves which will fortify this industry as it 
will need to be fortified against the day 
when the props of a gigantic defense pro- 
gram are removed and we confront a com- 
petition with other materials and with new 
processes sharper and more difficult even 
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than heretofore. For a moment let us look 
beyond the confusions of today to the likely 
problems of tomorrow. 

First. The timber products industries 
have an opportunity such as they have not 
had in decades for the extension of their 
products into new uses or into fields here- 
tofore occupied more and more by other 
materials. We have often pointed to, and 
bemoaned the fact that lumber manufactur- 
ers, lumber distributors and lumber sales- 
men are themselves not enough informed of 
the facts and merits of their own products. 
As an industry in recent years we have done 


much to improve this condition. The Na- 
tional Lumber Manufacturers Association 
has heretofore been able to contribute 





At right: A giant of the forest being 

towed out of the timber to take its place 

somewhere in the Defense efforts of the 
Nation 





somewhat to that objective. It can, I think, 
now take two other steps and if you approve 
it will do so. . 

Recently and experimentally we undertook 
the preparation and publication of a so-called 
(1) “Manual of Sheathing.” You have all 
received a copy of it. We have in prelimi- 
nary form a comparable (2) “Manual of 
Wall Siding.” Such publications require 
extensive research. We propose to extend 
these researches and publications as promptly 
as practicable to include comparable reports 
on (3) Flooring; (4) Framing; (5) Roof- 
ing; (6) Partitions; (7) Arches and 
Trusses; (8) Windows and Doors; (9) Fur- 
niture and Fixtures; and (10) Containers. 

With the promised cooperation of the affili- 
ated associations it is hoped and_ believed 
that a series of publications of this kind may 
become a valuable addition to the lumber 
industry’s “arsenal.” 

We would like also in cooperation with 
other associations and other industries to 
explore the further possibilities of new 
building assemblies which use a minimum 
of scarce metals; and of substitutions of 
other materials for the critical defense ma- 
terials which are now being largely withheld 
from use in civilian building. 

Second. As you know, for some years we 
have been cooperating with the Comite Inter- 
national du Bois in Brussels, Belgium, and 
have been giving moderate financial support 
to its affiliated enterprise, the Department 
for Timber Utilization. The ‘C. I. B.,” so- 
called, during times of peace, in its efforts 


to foster international commerce in forest 
products, has represented more than 25 
countries including the principal timber- 


producing and lumber-importing countries of 
Europe and America. It is now seeking to 
establish temporary war-time operating 
offices in the United States. For this pur- 
pose its able general secretary has been in 
this country for several months. He later 
will address these meetings on “Future 
Foreign Markets for American Woods.” 

Third. Region by region and state by state 
we can encourage forestry practices founded 
in the tested experience of good operators, 
which will help to keep the forests green. 

Fourth. Our forest industries, above all, 
need public faith. To secure it two condi- 
tions are necessary: First, that we deserve 
the public faith which we seek; second, that 


Be 
Boars 
Me aaa 


ye 
Aa 
eet eatt 


we have the means of telling the facts and 
persuading the people to listen to them. The 
Forest Industries Public Relations program 
under the auspices of American Forest Prod- 
ucts Industries, just now getting under way, 
is the most important national undertaking 
of these industries today. It deserves the 
interest and support of all those who expect 
or hope or wish to continue in the owner- 
ship of forest lands and in private enterprise 
in the forest products industries. 

Fifth. As a further extension of services 
toward wider uses of lumber and timber 
products we have proposed to the Timber 
Engineering Company that it substantially 
extend the scope of its investigations of 
improved methods of utilization. 

In 1933 the Timber Engineering Company 
was incorporated as a subsidiary of AFPI. 
It has a broad charter. It is authorized 
to engage in extensive research. It now 
owns or controls 37 patent and registered 
rights. Because of its present ability to 
expand its activities into the broader field 
originally contemplated, the proposal has 
now been made to its Board of Directors 
that, as promptly as suitable personnel can 
be secured, it undertake certain new types 
of investigation. Particularly it is proposed 
that TECO explore the practical commercial 
possibilities of advanced methods of utiliza- 
tion of lumber and timber products with 
view to valuable new uses or to improve- 
ments in the value of old uses. Among the 
sources are: 

First: The scientific researches of the 
Forest Products Laboratory developed over 
a quarter century ; 





Second: The inventions passing through 
the United States Patent Office; 

Third: New methods of timber utilization 
developed and still being developed under 
the economic pressures on the Continent of 
Europe; 

Fourth: Systematic “scouting” in this 
country for new ideas, new devices and new 
methods. 

Growth of Teco 

Eight years ago, just after we had incor- 
porated the Timber Engineering Company, 
one of the largest manufacturers of lumber 
in this country saw on my desk a sample 
of the so-called Tuchscherer split ring. This 
was a promising type of timber joint con- 
nector for which we had just then secured 
the American patent rights. My friend’s 
comment was: “That may be all right in 
Europe but in this country it will never be 
more than what it now is, a paper-weight.” 
In August of this year the Timber Engi- 
neering Company shipped nearly twenty 
straight carloads of these timber connectors 
in addition to unnumbered parcel shipments 
by rail, water and truck. This, one might 
add, is rather a substantial volume of busi- 
ness for a paper-weight. 

Many in our industry for many years 
have admired and in a way have envied the 
progressive developments which, as a result 
of research, have taken place in many other 
of our outstanding industries. On the whole, 
I think, we have been rather hopeless of the 
prospect of igniting the “spark” in the so- 
called “sleeping giant,” the American Lum- 
ber Industry, to follow the example of these 


(Continued on Page 43) 
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“An Eye To The Future” Is Keynote of Appalachian 
Hardwood Manufacturers’ Meeting 


Hardwood Group Elects Officers; Hears Interesting Panel of Speakers 


CINCINNATI, Onto, Nov. 14.—Alert, and 
intensely interested in a seven-hour program 
that included four featured pro- 
ducers and distributors from eleven states 
participated in the annual meeting of Appa- 
Hardwood Manufacturers (Inc.) at 
the Netherland-Plaza Hotel today, with “the 
handwriting on the wall” as a general theme 
that needed clarification. 

From the moment that President Luther 
QO. Grithth, Griffith Lumber Co., Huntington, 
WW. Va., opened the morning session until 
the c’ose of the afternoon conference there 
was nothing that at any time even remotely 
resembled a dull spot in the day’s rapid-fire 


progression. 


speakers, 


lachian 


The sole regret ot ihe occasion was that 
the newly-elected president M. W. Stark, 
W. M. Ritter Lumber Co., Columbus, Ohio, 
was unable to be present; however, he was 
ably represented by the ever-present-at-meet- 
veteran, J. W. Mayhew, former vice 
president, sales manager and director of that 
company, who never, however, gives any in- 
inactive so far as hard- 
wood lumber conferences are concerned, and 
who, furthermore, was promptly elected 
me of the directors of AHMLI. 


Ings 


being 


dications of 


today as ¢ 
Officers and Directors Elected 


Elected with Mr. Stark were the follow- 
ing: vice president, F. Noel Pearce, Cherry 


River Boom & Lumber Co., Philadelphia, 
Pa. (reelected), and secretary and treasurer, 
Carl H. Clendening, Cincinnati (reelected), 
Directors chosen are: Eastern Kentucky, 
Roy E. Pope, Kitchen Lumber Co., Ash- 


land, Ky. (reelected) ; East Tennessee, E. P. 
Vaughn, Vestal Lumber and Manufacturing 
Co., Knoxville, Tenn. (reelected) ; Western 
North Carolina, John Veach, Bemis Hard- 
wood Lumber Co., Robbinsville, N. C.; 
Western Virginia, E. R. 
Hardwood Lumber Co. (Inc.), Tazewell, 
Va.; Northern West Virginia, E. M. 
Lumber Co., Cincinnati (re- 
ed); Southern West Virginia, J. W. 
Mayhew, W. M. Ritter Lumber Co., Colum- 
us, Ohio. In addition, there were elected 
directors-at-large as follows: Charles Brin- 
rdner, Bringardner Lumber Co., Lexing- 
ton, Ky.; Luther O. Griffith, Griffith Lumber 
Co., Huntington, W. Va., and Joseph J. 
Linehan, Mowbray & Robinson Lumber Co., 
Cincinnati. 


Boyd, Virginia 
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Although not qualifying as one active in 
1¢@ hardwood lumber industry, Dr. Gus 
Dyer, Nashville, Tenn., who held his hearers 
in the palm of his hand for over an hour in 
the afternoon seemed to read with 
uncanny and significance “the hand- 
writing on the wall” in current events as they 
affect members of the AHMI and all manu- 
facturers and tradesmen, as well as the 
worker and walk of life. 
Treating ominous facts with sincere, force- 


session, 


accuracy 


citizen in every 


ful oratory, he relieved tense situations with 
a seemingly endless succession of anecdotes 
and humorous allusions that never failed to 
drive home the intended conclusion. Dis- 
tinguished educator, economist, author, edi- 
tor, and consultant of the Southern States 
Industrial Council, Dr. Dyer was received 
with great applause as one who has on two 
previous occasions been a featured speaker 
on AHMI programs. 


Need to Study Trends 


He said industrialists needed to make a 
closer study of trends; that this is the day 
of decentralization of cities, with mammoth 





M. W. STARK, 
Columbus, Ohio 


L. O. GRIFFITH, 


New President Past President 
industries going up in out-of-the-way places 
and population following them of necessity ; 
cities built in the wrong places, he said, will 
just have to be moved. 

Referring to Washington and 
other leaders, he said the country needs a 
return to the “Spirit of ’76,” to fundamental 
common sense and the will to fight for the 
things worthwhile. The United States not 
only has the best industrial brains in the 
world, but outstanding in wealth, 
and these should be utilized. There must be 
no interference with either worker or em- 
ployer; it should be made a felony for any- 
one in any manner to interfere with the 
constitutional rights of employer or worker. 
He closed with the opinion that America is 
approaching the “last round up” and will 
come out victorious in its final battle for the 
preservation of civilization. 


Gee rge 


also is 


Promote Planned Public Relations 


A surprise speaker was Farl M. Mc- 
Gowin, vice president of the W. T. Smith 
Lumber Co., Chapman, Ala., and president 
of the Southern Pine Association, who was 


Huntington, W. Va. 


passing through Cincinnati on his way home 
from the Chicago convention of the National 
Lumber Manufacturers’ Association. He 
was promptly requested to speak and was 
featured impromptu on the morning program. 
It was gratifying, said he, to note the 
solidarity of the lumber industry in these 
trying times; while its foundation is perhaps 
more solid than ever before, it nevertheless 
needs better presentation, since it has been 
talked about perhaps more than any other 
industry in this country. He bespoke active 
participation in the currently planned public 
relations program designed to emphasize the 
virtues of the lumber industry; producers 
were urged to continue in their work of 
maintaining their products on a high quality 
basis. He looked upon the days following 
the emergency period with hope and confi- 
dence, he said. 

Secretary Clendening’s annual — report 
showed the organization to be in a strong 
position to continue its constructive plans, 
as reflected in one instance by a membership 
of 41 producers of Appalachian hardwoods, 
the highest point ever reached in its roster. 

Quoting in part, he said: “If an outlay of 
ten billion dollars in sixteen months has 
created record industrial activity, what will 
be the result of vastly increased tempo dur- 
ing the next 12, 24 or 36 months? At pres- 
ent there appear to be only two factors 
calculated to limit Defense production; one 
is plant capacity, the other the willingness 
of labor to stay on the job. Consumption 
by Defense industries, which represents en- 
tirely new outlets, has stimulated consump- 
tion by civilian industries. 

Hardwoods have been affected .. . refer- 
ence will be confined to Appalachian hard- 
woods, and further restricted to one factor— 
unsold stocks, which represent the visible 
supply. We find a decrease of 22 percent 
since July 1, the beginning of the Defense 
era. The decrease occurred despite heavier 
production and during a period when the 
Defense program was in its planning or 
incipient stage .. . shrinkage of Appalachian 
stocks greatly exceeds the rate of decrease 
for the hardwood industry as a whole; this 
can be accepted as an index to hardwood 
demand during the last sixteen months and 
probably as an indication of what demand 
will be during the months ahead. 


War a Contest of Materials 


“The war has been described as a contest 
of materials .. . and the readjustment period 
will be a contest of materials we shall 
witness a struggle for markets in which 
competition will be more intense than ever 
before. Even now plans for the approach- 
ing struggle are being laid; this or that con- 
cern has enlarged its research staff by the 
employment of hundreds (of specialists).” 


Ile said it behooved the lumber industry to 
enter the research field in a large scale way 
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to protect its own interests, and to be ready 
for all opportunities that may arise, indi- 
cating that the Appalachian hardwoods group 
could be depended upon to do its part. 

J. S. Sprott, president, Globe-Wernicke 
Co., Cincinnati, spoke at the morning session 
on “Trends in the Manufacture of Office 
Furniture,” bringing immediate applause and 
laughter by his introductory remark that the 
hardwood producing fraternity were evi- 
dently expert lobbyists in Washington, since 
there was now (and retroactive to Sept. 1) 
an order reducing by 45 percent the output 
of steel office furniture. He said a brand 
.ew line of quaJity wood desks and other 
office equipment is coming ou:. He antici- 
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ahead. One manufacturer, said he, was try- 
ing to duck buyers. The trend is distinctly 
to new styles, he indicated, particularly in 
oak, with emphasis being placed on the edu- 
cation of salespeople in the merits of such 
furniture. Maple and birch also have a good 
call. 

In similar vein, H. E. Everley, manager, 
trade extension department of AHMI, re- 
ported trends reflected in the Grand Rapids 
exhibition, where improved designs were 
shown in walnut, oak, maple, ash, elm and 
mahogany, in the order named. Oak, said 
he, is definitely beyond the experimental 
stage and maple is going strong. Brass 
parts, as featured in 18th century designs, 
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folding fishing rod which, it was said, had 
been educated in the finest traditions. At 
this time a telegram from C. D. Hudson, 
secretary-manager, National Wooden Box 
Association, Washington, D. C., stated that 
illness in his family made it impossible to 
respond to his featured topic of “Role of the 
Wooden Box in National Defense.” 

It came as something of a novelty that 
the organization passed no_ resolutions, 
though the company appeared quite resolute 
in carrying out the best program in its his- 
tory, not the least interesting feature being 
an open forum in which members had oppor- 
tunity to exchange views about problems 
met in their individual experiences. 





New officers and directors, AHMI, left to right: front row, Vice President F. Noel Pearce, Cherry River Boom & Lumber Co., Philadelphia, Pa.; 
director for Southern West Virginia, J. W. Mayhew, W. M. Ritter Lumber Co., Columbus, Ohio; Secretary-treasurer Carl H. Clendening, Cincin- 
nati; director for Western Virginia, E. R. Boyd, Virginia Hardwood Lumber Co. (Inc.), Tazewell, Va.; director for Eastern Kentucky, R. E. Pope, 
Kitchen Lumber Co., Ashland, Ky.; manager Trade Extension, H. E. Everley, Cincinnati. Back row: director-at-large, Luther O. Griffith, Griffith Lumber 
Co., Huntington, W. Va.; Field Representative L. C. Bonner, Cincinnati; director for Northern West Virginia, E. M. Bonner, Atlas Lumber Co., Cin- 
cinnati; director-at-large, Joseph J. Linehan, Mowbray & Robinson Lumber Co., Cincinnati; director-at-large, Charles Bringardner, Bringardner Lum- 
bar Co., Lexington, Ky.; director for Western North Carolina, John Veach, Bemis Hardwood Lumber Co., Robbinsville, N. C. 


p:.ted no depression period after the Defense 
p ogram, “unless we talk ourselves into one.” 
He urged utmost cooperation among indus- 
trial leaders, saying there is no room in a 
progressive world for antagonism of business 
interests. 


Large Market for Wood 


He was immediately followed by Raymond 
Betts, vice president, Cincinnati Coffin Co. 
Yhree-fourths of the one million caskets 
made in America annually, he said, are of 
wood; the medium priced cases require 75 
million feet of lumber, much of it cypress. 
Finished hardwood, said he, was used for 
75,000 caskets yearly. Copper and bronze 
are out, and it is likely that steel will be 
unobtainable after Jan. 1; in which instance 
the one-quarter million cases now being 
made of metal will require an additional 25 
tnillion feet of lumber annually. Oak and 
tnaple are used, said he; walnut and ma- 
hLogany likely will replace copper and bronze; 
cherry and willow will be used for less ex- 
pensive caskets; birch and cherry also will 
be needed. 

L. C. Bonner, field representative, trade 
extension department of AHMI, reported 
great activity in the furniture trade, as re- 
flected in the recent Chicago exhibit, and 
indicated that hardwoods will be in 
tinued strong demand for many 


con- 
months 


are now inhibited, and solid mahogany is 
almost off the market; ash, with oak finish, 
is being featured. 


Many Uses for Appalachian Hardwoods 


Taking up his annual report for his de- 
partment, Mr. Everley said Appalachian 
hardwoods are being quite extensively used 
in both general building construction and 
furniture manufacture; “Appalachian” as a 
trademark, he said, is becoming more readily 
accepted by the architectural fraternity, 
which has been specifying such products, 
particularly in important private, public and 
educational structures. White and red oak, 
he said, along with beech, birch, maple and 
yellow poplar are wanted for millwork, 
paneling, cabinets and flooring. Group meet- 
ings of distributors and important consumers 
in large cities were signally productive of 
results during the past year, Mr. Everley 
said, and requests for meetings in 1942 have 
already been received, his department being 
requested to arrange them. 

During the luncheon recess President 
Griffith received two mysterious packages: 
the first contained a battery of four hand- 
some padlocks, designed to ease his priorities 
problem in completing the four-car garage 
for his new home, although he insisted he 
considered himself lucky to have one car; 
the second package disclosed a handsome 


Value of Standing Timber 
Shows Increase 


Syracuse, N. Y., Nov. 24.—“Increases in 
lumber prices have had their effect on the 
prices of standing timber,” says Prof. Ray- 
mond J. Hoyle, of the New York State 
College of Forestry, Syracuse University. 
“The increase in standing timber in some 
cases is about 20 percent, in other cases less, 
and I could cite a few cases where it was 
higher,” says the Professor. “Poor timber 
in places where it is difficult to get has not 
yet shown much, if any, increase, because 
supply and demand play a very important 
part in the value of standing timber. Com- 
mon fabor and woods labor have increased 
approximately 10 cents an hour and $1 a day, 
which is from 20 to 30 percent more than 
a year ago. Transportation costs are up 
about 30 percent; machinery and equipment 
if it can be purchased at all, is up consider- 
ably. All costs are steadily increasing. 
“T,” says he, “know that there are exceptions 
and special cases and factors that all play 
a part and help to make this problem of a 
fair market price for standing timber rather 
involved and hard to understand by one not 
actively engaged in the timber business.” 
Prof. Hoyle advises that it is now a sellers’ 
market. 
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Defense Construction Will Continue Active 


WasuHincton, D. C., Nov. 24.—With a 
view toward possible remedial action, De- 
fense officials are looking into employment 
dislocations on the West Coast brought 
about by a combination of two factors—the 
SPAB construction order, and the shortage 
of shipping space. It is believed that in 
mills where production has been curtailed 
following the construction order, part of the 
difficulty may stem from changes necessary 
for the shift from residential construction to 
increased industrial and direct military con- 
struction. The shortage of shipping space is 
also having the effect of curtailing produc- 
tion in some instances. Additional ships 
have been taken off intercoastal lanes and 
transferred to military uses, with the result 
that lumber has in some cases piled up on 
the docks. 


Defense Construction Still Requires 
Large Quantities 

Notwithstanding these conditions, which 
are described as dislocations, Office of Pro- 
duction Management officials are of the 
opinion that the SPAB construction order 
will not have the overall effect of reducing 
lumber production and consumption. On the 
other hand, it is generally felt that direct 
military construction, and the expansion of 
industrial facilities for Defense purposes, will 
compensate for the cut in residential build- 
ing. Figures released by the Bureau of 
Research and Statistics of OPM show that 
scheduled construction, as of Oct. 1, remain- 
ing to be completed or to be undertaken 
amounts to $4,310,777,000, these figures not 
including programs that have not as yet been 
reduced to a schedule basis. A breakdown 
of the $4,310,777,000 figure is as follows: 
Total military, $2,584,372,000, of which $601,- 
814,000 is for military housing, and 
$1,982,558 for other military construction; 
Government financed industrial facilities, $1,- 
133,595,000; privately financed plant facili- 
ties, $120,095,000, and preliminary figures on 
Defense housing and community facilities, 
$472,715,000. For Defense industrial plant 


expansions, 248 projects, costing approxi- 
mately $535,000,000, were approved by 


Government Agencies during September. 


Urges Materials Purchases from 
Smaller Manufacturers 


Indicative of the trend among Defense 
Agencies to assist the small businessman, the 
United States Housing Authority has recom- 
mended that small manufacturers be favored 
in the purchase of building materials used 
in public housing projects. The USHA sent 
out a letter to contractors on USHA proj- 
ects, urging them to distribute “as much 
work as possible to small manufacturers,” 
and, in addition, local housing authorities 
have been asked to help in this program. 
This is particularly significant in view of 
reports that USHA will direct much of the 
Defense housing program. 

Among recent priorities developments are 
indications that the construction priorities 
branch of OPM will take steps to stop the 
practice of so called “priorities shopping,” 
by which some holders of blanket project 
ratings from the construction branch have 
“shopped” to obtain higher ratings for par- 
ticular items which they require. 


Provides FHA Insurance for Workers’ 
Housing Co-operatives 

A further impetus to low-cost Defense 
housing was seen in the announcement by 
Defense Housing Coordinator C. F. Palmer 
of a co-operative housing plan for Defense 
workers. This plan is designed to provide 
homes for families with incomes between 
$1,200 and $1,800. The plan permits work- 
ers who organize co-operatives to obtain 
FHA mortgage insurance under Title VI, 
allowing insurance up to 90 percent. The 
homes projects must be initiated by the 
workers to qualify, and only individual resi- 
dences are contemplated. 


Rental Defense Homes Get Higher 
Priority 

Three were added to the list of Defense 
Housing Critical Areas—Sacramento, Calif. ; 
Marion-Carbondale (Crab Orchard Lake), 
Ill., and Bonham, Texas. 

In addition, higher preference ratings are 
being assigned ta houses which will be 
rented to Defense workers. This action was 
taken in view of the fact that Defense work- 
ers in many instances prefer to rent rather 
than buy homes, and therefore it has been 


found desirable by the OPM Division of 
Priorities to encourage construction for rent. 

New Housing Contracts Awarded 

The Public Buildings Administration an- 
nounced the award of Defense housing con- 
tracts as follows: Delaware County, Pa., 
Site No. 2, 250 homes, awarded to Nelson- 
Pedley (Inc.), Philadelphia, Pa., $967,000; 
Chester, Pa., 300 units, to Monahan-McCann 
Corp., Newark, N. J., $1,219,000; Kansas 
City, Kan., 350, to J. E. Dunn Construction 
(Inc.), Kansas City, Mo., $1,341,992; Dela- 
ware County, Pa., Site No. 1, 250 units, to 
Anthony P. Miller and Anthony P. Miller 
(Inc.), of Atlantic City, N. J., $1,027,000, 
and Hatboro, Pa., 300, to Anthony P. Miller 
(Inc.), Atlantic City, $1,127,150. 

United States Housing Authority housing 
project awards are as_ follows: Seattle, 
Wash., 700 units and community building, 
to Boespflug Construction Co., of Seattle, 
$2,535,000, rustic wood frame construction; 
Falls Church, Fairfax County, Va., 160 and 
community building, to C. B. Ross Co. 
(Inc.), et al, New York, N. Y., $607,000, 


frame; Lakeland, Fla., 60, to Eric T. Clau- 
son, St. Petersburg, Fla., $169,500, and 





URGE HIGHER PRIORITY FOR PRIVATELY BUILT SMALL 
DEFENSE HOMES FOR OWNER OCCUPANCY 


Director of Priorities Donald M. Nelson, 
of the Office of Production Management was 
urged in a telegraph message Nov. 22 to 
reconsider the priority policy in building 
materials so that home-building for owner 
occupancy in Defense areas would take 
precedence over rental units. Origin of the 
telegram was the United States Savings and 


To date priority policy has given first prefer- 
ence housing field to production of housing for 
rent. The effect is to discourage or cut off the 
prospective home-owner-builder and most small 
building contractors and to encourage large 
unit construction, commend landlordism and 
make plausible large expenditures by the gov- 
ernment for costly Defense houses. 

Several hundred thousand families would 
build or purchase small homes for their own 
occupancy if such persons and builders did not 
feel discriminated against in allocation of 
available materials. Such small house building 
and occupancy in defense areas would release 
for other defense workers the space they now 
occupy. Announcements and publicity pursuant 
to present regulations have had a major ad- 
verse and, in our judgment, unnecessary effect 
on prospective owners and small contractors. 

We suggest a first priority for any worker 
in a defense area who wants to build his own 
small home; a next priority for small homes for 
sale and owner occupancy in defense areas— 
and then proper recognition of repairs, mod- 
ernization, and rehabilitation all ahead of rental 
units. Present emphasis promotes tenantry and 
large government and private ownership at ex- 
pense of traditional and fundamental American 
home ownership policy. 

Change recommended would not lessen in 
our judgment number of Defense Housing Units 
created, but would give local and private en- 
terprise a fair and first opportunity to do the 
job. Such change would be consistent in our 
judgment with the public interest and Defense 


Loan League, Chicago, national business 
organization of the savings, building and 
loan associations which do over 40 percent 
of the country’s small home financing. 
Signers were officers and chairmen of appro- 
priate committees of the League. Full text 
of the telegram sent to the Director of 
Priorities follows: 


Housing program because each small home 
built by owner or bought for owner occupancy 
would not only adequately house a family but 
would create a vacancy in a low-rent unit which 
they had previously occupied. 

This change would encourage and use serv- 
ices of numerous small builders and contractors, 
instead of concentrating Defense housing activi- 
ties in large firms building government or 
rental housing. Small-house ownership financ- 
ing available in practically every village, town 
or city, in your designated Defense areas, 
while most equity money and financing less 
available for large rental properties. 

Highest priority on owner occupied homes 
would in our judgment create a large volume 
of new small housing where needed, more 
rapidly and more wisely spread in Defense 
areas, with all the attendant benefits of small 
proprietorship in a social and economic and 
National Defense and self reliance sense. 

Again, we strongly object to first priorities 
to large unit costly rental and Government 
public housing projects, and we believe the 
alternative program will produce more units 
immediately, and certainly is better for our 
nation and all concerned than encouraging and 
increasing the demand on the public treasury 
for quarantees and funds for permanent long- 
standing Government subsidized housing. 

Our associates in the savings and home 
building business throughout the country concur 
in these suggestions, which are respectfully 
submitted, 
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Rockford, Winnebago County, IIl., 200, to 
Paul Steenberg Construction Co., of St. 
Paul, Minn., $732,891. 


New Appointments to Defense 
Agencies 

W. D. Connor, Jr., manager Connor Lum- 
ber & Land Co. operations at Laona, Wis., 
and son of W. D. Connor, Sr., widely 
known lumberman, has been appointed 
principal industrial specialist in charge of 
the lumber section of the lumber and build- 
ing materials branch of the civilian supply 
division, OPM, effective Nov. 24. He will 
headquarter in Washington. Succeeding him 
at the company will be Richard Connor, his 
brother, who has been managing the woods 
and land operations of the firm. 

John M. Oliver, Ji., president and treas- 
urer of the Oliver Lumber Co., Springfield, 
Mass., has been appointed to the Building 
Material Section of the Division of Civilian 
Supply, OPM. Mr. Oliver has served as 
secretary of the Massachusetts Retail Lum- 
ber Dealers’ Association and is now a di- 
rector. The Oliver company was formed in 
April, 1940, by Mr. Oliver and Charles A. 
Rais, the latter of whom will manage it in 
the absence of Mr. Oliver at Washington. 

Appointment of Percey L. Hanson to the 
lumber and building materials section of the 
Division of Accounting, Analysis and Re- 
view, was announced by the Office of Price 
Administration. Mr. Hanson, whose home 
is in Torrington, Conn., was for several 
years chief accountant of Hotchkiss Bros. 
and Co., millwork manufacturers. He has 
specialized in introducing cost accounting 
systems for millwork and lumber industries 
and has written several articles on the sub- 
ject. 

Howard Acton has been appointed special 
assistant to Charles F. Palmer, Coordinator 
of Defense Housing. Mr. Acton has been 
director of public relations for the Federal 
Home Loan Bank Board. 





Contractors Ask Priorities for 
All Defense Area Homes 


Los ANGELES, CAaLir., Nov. 22.—The 
Building Contractors’ Association of Cali- 
fornia, meeting at Los Angeles Nov. 14, 
adopted a resolution asking OPM to grant 
individual priorities preference for all resi- 
dential building in designated Defense areas. 
The point was advanced by association of- 
ficials that only negligible amounts of crit- 
ical materials are used in residential con- 
stuction. The convention also adopted a 
resolution requesting FHA for a 10 percent 
increase in commitments to coincide with in- 
creases in prices of materials and wages. 





Revised Hardware Ceiling 
Applies to Product Groups 


Wasuincton, D. C., Nov. 24.—Because 
of the difficulty of classifying building hard- 
ware for the purpose of fixing price ceilings, 
the OPM schedule has been revised, effec- 
tive Nov. 19, to set maximum prices, on 
different groups of named items, as the high- 
est price received by the seller during the 
30-day period beginning Sept. 22 and ending 
Oct. 21, 1941. Retailers—‘retailer” being 


defined as “a person who maintains a store 
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where 75 percent of the dollar volume of 
all products, whether or not controlled by 
the ceiling, represented sales without dis- 
count, except cash discount, from his regu- 
lar retail prices in the six months preceding 
Nov. 19”’—have been exempted from the 
schedule in the belief that they will also 
apply the Oct. 21 level to their price lists, 
and Price Administrator Leon Henderson 
states that he considers it his duty to see 
that they do not profiteer by attempting to 
take advantage of the emergency by charging 
unreasonable prices. The new _ schedule 
covers 8 types of knobs and handles, 20 of 
door locks, 13 of hinges, 16 items of miscel- 
laneous door hardware, 10 of window hard- 
ware, 5 of screen hardware, and 12 miscel- 
laneous items. 





Wood Container Makers 
* e e - 
Given High Priority 

Wasuincton, D. C., Nov. 24.—Planned 
to expedite production of cooperage and 
wooden containers, a high preference rating 
for ferrous fittings and tools has been as- 
signed by the Office of Production Manage- 
ment to hardware required by the cooperage 
and wooden container industries. OPM 
hopes to stimulate substitution of wood and 
paperboard containers for those using large 
quantities of metals. Specifically, the order 
applies to all types of wooden barrels and 
kegs, and containers made from sawed lum- 
ber, veneer or plywood. 





Repair-for-Defense Plan Ex- 


plained to St. Louisians 


St. Louis, Mo., Nov. 24.—The Govern- 
ment’s Repair-for-Defense program was ex- 
plained to thirty-five retail lumber dealers 
of the St. Louis area at a meeting sponsored 
last week by the Wood Products’ Institute 
of Greater St. Louis. Speakers at the meet- 
ing, held at Roosevelt Hotel, were officials 
of the FHA and OPM. The dealers were 
told that the Government is interested in the 
possibility of remodeling many of the former 
large residences of West St. Louis into mul- 
tiple apartment buildings, and would prob- 
ably waive the FHA’s 15 percent down pay- 
ment requirement and 18-month payment lim- 
itation on projects of this nature. Officials 
who spoke explained how high priority rat- 
ings could be obtained on requests for metal 
accessories required for remodeling work. 





Must Be Licensed to Sell on 
Installments After Dec. 31 


WasuHincton, D. C., Nov. 24.—Consumer 
Credit Regulation W, issued by the Federal 
Reserve Board in August, 1941, provided 
that a general license be granted to all per- 
sons engaged in the extension of installment 
credit up to Dec. 31, 1941, Mr. Northup, 
secretary-manager National Retail Lumber 
Dealers’ Association, reminds members in a 
recent bulletin. After that time, such per- 
sons must be granted licenses through the 
filing of Registration Statements, with the 
Federal Reserve Bank, of the district in 
which the main office of the registrant is 
located, on forms obtainable from any Fed- 
eral Reserve Bank or branch. 
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Doubled Kiln Capacity Insures 
Thorough Drying 


SEATTLE, WASH., Nov. 24.—Mauk Seattle 
Lumber Co. of this city has just announced 
completion of a new kiln at its Morton 
(Wash.) mill, which is under the operation 
of H. L. Haskins Lumber Co. According to 
John S. Mauk, the new kiln will double their 
capacity and they will now have an ample 
supply of fir and hemlock in KD 2x4—8’, 

Previously there was some difficulty in 
getting both the fir and hemlock thoroughly 
dried because of the mixed species, but with 
a doubled kiln capacity there will be ample 
room to dry both species and make them 
thoroughly kiln dried. Mauk Seattle Lum- 
ber Co. announces that this product is kiln 
dried and precision trimmed to exactly eight 
feet on each piece, a feature strongly favored 
by retail yards. 





Home Insulation Gains 


An increase of 40 percent in the number 
of homes insulated with mineral wool has 
been recorded this year, as compared with 
the number insulated in 1940, according to 
an announcement by the National Mineral 
Wool Association, at its recent annual meet- 
ing in Chicago. The role of insulation in 
conserving fuel and metals is believed to 
have accounted for some of the increase 
in sales. 

Fuel savings amounting to about 33 1/3 
percent and even up to 50 percerit annually 
are claimed from mineral wool insulation of 
ceilings and side walls. According to Mr. 
Gray potential metal savings are of such 
size as to merit attention. A recent study 
showed that specifications of smaller plants, 
made possible by complete insulation, can 
effect average savings of 22 percent on the 
weight of cast iron and steel required for 
heating systems in new constructions. 


Ships Quarter Million Feet 
Airplane Spruce Monthy 


Vancouver, B. C., Nov. 22.—Pacific 
Mills, Ltd., pulp and paper manufacturers, 
are now also turning out spruce for war- 
time airplane construction at their plant at 
Ocean Falls, B. C. Production is reported 
to be the largest of any single airplane 
spruce mill in the British Empire, and about 
250,000 feet of spruce is shipped each month. 








Frame Residence Costs 
Following are index numbers of construc- 
tion costs (based on 1926-1929 average as 
100), compiled by E. H. Boeckh & Associ- 


ates (Inc.), Cincinnati, Ohio, covering 
frame residences: 
1926- 
1929 1938 1939 1940 Nov. 
Area— Avg. Avg. Avg. Avg. 1941 
pa 82.7 81.6 82.8 88.1 98.8 
Baltimore ....107.2 91.9 93.5 100.1 114.9 
Birmingham .. 91.7 86.3 87.8 92.4 105.0 
ee eee 116.3 104.1 106.2 111.7 122.9 
CRICHMO .ksxes 109.2 107.9 110.6 117.3 129.1 
Cincinnati ....100.5 100.4 103.2 105.9 116.2 
Cleveland ..... 107.2 105.8 106.2 107.8 122.7 
oO eee 103.1 91.2 95.1 100.7 112.2 
DORVE? oc esses 95.0 109.0 112.1 110.6 120.2 
Detroit ....6.66<5 103.3 97.1 98.8 103.3 117.0 
Kansas City...100.3 102.5 104.4 109.3 119.7 
Los Angeles... 92.7 89.7 93.6 96.3 109.5 
Minneapolis .. 92.8 101.2 101.9 106.1 119.6 
New Orleans... 93.3 86.3 89.0 $7.3 108.4 
New York City.133.3 118.9 122.1 124.6 139.7 
Philadelphia ..100.3 93.8 99.2 103.0-117.5 
Pittsburgh ....113.3 112.7 113.8 115.0 128.2 
St. Tome. ...<. 118.6 104.1 107.0 109.2 119.9 
San Francisco. 87.7 97.7 99.2 100.7 115.8 
SORES 66sec es 84.5 96.5 96.7 99.0 113.4 











Lumber Market 
Constantly Changing 


News columns tell of confusion in the 


market... new Defense demands. 
handicaps through priorities . . . back- 
logs of unfilled orders at mills. 


Rapid changes can't be followed from 
distant points. 


Mr. Lumber Buyer: 
The Western Wholesaler 
Offers You Valuable Service 


During these times, as well as in nor- 
mal times, you'll find it advantageous 
and profitable to have a dependable 
wholesaler representing you in the 
western softwood market. The whole- 
saler is here on the job, right in the 
producing territory—in daily contact 
with the big mills. He knows where 
the stocks are, knows how to get the 
lumber you want. One good whole- 
saler in the west can supply all your 
needs in WESTERN SOFTWOODS—Fir, 
Cedar, Ponderosa Pine, Sugar Pine, 
Idaho White Pine, Hemlock, Spruce. 
Write to the Western Wholesalers listed 
below. 





Morrill & Sturgeon 


Lumber Co. 
(Sawmill: Pine 


CARL SODERBERG = products ‘Corp. 
LUMBER COMPANY F7ineville. Ore.) 


Spokane, 
Manufacturers and Wholesalers Washington 


WALES LUMBER COMPANY 
Old National Bank Building 
SPOKANE, - - - WASHINGTON 


wy 
"110 Market St., SAN FRANCISCO, CALIF. 


DUNCAN LUMBER COMPANY, INC. 


Distributors for EATONVILLE LBR. CO. 
A “One Stop Station” for Lumber and Shingles, 
SEATTLE, WASH. 


MAUK SEATTLE LUMBER COMPANY 


SEATTLE, WASH. 
Our Specialties: HOMESTEAD Brand Shingles, 
2x4-8’ K, D. Precision D. E. T. 


MORSTURG 
The Mark of Quality 


Yeon Bidg., Portiand,Ore. 
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Home Building and Buying Go 
Ahead Despite Priorities 


October Private Construction 
Exceeds September 


New York, N. Y., Nov. 24.—Construction 
contracts awarded during October totaled 
$606,349,000, according to F. W. Dodge 
Corp. This amount was higher by $6,000,000 
than the previous record October of 1928. 
The increase over October, 1940, was 58 
percent. There was a slight decline from 
the September, 1941, total. 

Included in last month’s record were 
$167,141,000 in contracts for commercial 
and manufacturing buildings; $134,804,000 
for one- and two-family houses; and $139,- 
000,000 for other residential and non-resi- 
dential building classifications. Sixty-one 
percent, by valuation, of the October con- 
tract total was for public ownership projects 
(primarily Defense construction). How- 
ever, the amount of private contract work, 
$235,762,000, was somewhat greater than 
the total for September of this year, indi- 
cating that the SPAB curtailment order of 
Oct. 9, limiting priority assistance and criti- 
cal materials allocations to Defense construc- 
tion and essential civilian needs, is taking 
effect only gradually. 





No Priority Needed on Small 
Farm Structures 


WasuHincton, D. C., Nov. 20.—The U. S. 
Department of Agriculture has pointed out 
that farmers do not need to secure priorities 
for ordinary, small farm structures which do 
not use critical metals. “There is no priority 
control on lumber, concrete, stone, brick and 
glass, and about 70 percent as many nails 
as in 1940 are available. Farm structures 
using these materials alone are not affected 
by the recent housing order,” David Meeker, 
assistant director of the Office of Agricul- 
tural Defense Relations, said. “In other 
words a farmer should have no trouble get- 
ting materials to build a chicken house or 
small barn.” 





Materials Cost Advances 
Catching Up on Labor 


WasuincTon, D. C., Nov. 22.—Material 
and labor costs involved in construction 
of a standard 6-room house in September, 
1941, stood in total 13.2 percent above such 
costs for the same period of 1940, economists 
of the Federal Home Loan Bank Board 
have announced. While building material 
costs rose but 12.3 percent, as against a 
15.2 percent increase in those for labor, 
August-September figures indicate a con- 
tinued though slight reversal of that rela- 
tionship—materials gained 1.5 percent, 
against 0.6 for labor from July to August, 
and 1.6 percent to labor’s 0.6 percent for 
September. Base is the average month of 
1935-1939. The index now stands at 116.5; 
the corresponding 1940 period’s was 102.9. 
Recent U. S. Department of Labor statistics 


show that the greatest wholesale price gains 
have occurred in lumber—up almost 21 per- 
cent, paint and paint materials, up 13 per- 
cent, and plumbing and heating supplies, up 
8 percent. 





Estimates Possible Savings in 


Scarce Metals 


Detroit, Micu., Nov. 24.—Howard P. 
Vermilya, director of FHA’s technical di- 
vision, addressing the National Association 
of Real Estate Boards at its convention just 
closed here, gave these as the best estimates 
yet available as to savings that can be made 
in home building in the use of metals that 
are now on the critical list. Without in 
any way lowering the standard of construc- 
tion, Mr. Vermilya said, it appears that, as 
against the amounts we have been in the 
habit of using in recent years, we can 
save in a house of average size: 10% (by 
weight) in the amount of steel and iron; 
62% in the amount of copper; 28% in the 
amount of zinc; 1% in the amount of lead. 

3ut, considering the structural part of the 
house alone (and this is where 82 percent of 
the savings can be made), study indicates we 
can safely leave out of the average house: 
99% of the copper; 55% of the zinc; 23% 
of the iron and steel. The above applies to 
savings without any change in the size of 
the house. But it is estimated, he said, that, 
under the present $6,000 price ceiling on 
Defense housing, the average house built 
during the emergency will drop in size by 
approximately 300 square feet of floor area. 





Advocate "'Poundage" 
Allowance of Metals 


CINCINNATI, Onto, Nov. 24.—Unani- 
mous endorsement of the poundage plan in 
home construction, as opposed to the price 
limit of $6,000 set by the Government, was 
voted at a general meeting of all branches 
of the Cincinnati building industry at the 
Cincinnati Club on Nov. 13. This action 
followed a talk by Leo Heller, secretary, 
Builders’ Association, Youngstown, Ohio, 
originator of the proposal. Heller, making 
a tour to interest all professions affected 
by the restrictions, said the average amount 
of steel in homes had been brought down 
from 4,089 to 3,000 pounds with the use of 
substitute materials. Private builders, said 
he, would require only 300,000 of the 50,- 
000,000 tons of steel that will be available 
for general purposes in the United States 
next year. W. Ray Skirvin, president 
Hamilton County League of Building Asso- 
ciations, was chairman of the meeting. 





America Becoming Nation of 
Single-Family Homes 
Wasurtncton, D. C., Nov. 29.—America 


is becoming more than ever a nation of sin- 
gle-family homes. During the fiscal year 


ending June 30, 1941, about 81 percent of all 
dwelling units built with private funds in 
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non-farm areas were houses of this type, 
as compared with 78 percent the previous 
year, according to the forthcoming annual 
report of the Federal Home Loan Bank 
Board to Congress. Construction through 
Government funds was not included. 

“The 1941 gain in single-family home con- 
struction was made at the expense of multi- 
family housing developments. The number 
of new single-family dwelling units provided 
during the year totaled 497,230, an increase 
of 32.4 percent over the previous fiscal year. 
The total volume of units provided in multi- 
family structures, on the other hand, 
amounted to 80,018 during the reporting pe- 
iod, or a gain of only 1.8 percent. The num- 
ber of units provided in two-family struc- 
tures showed a good increase during the 
year, from 30,162 to 38,811. However, the 
relative importance of this type of housing 
remained practically unchanged, the figures 
for each of the last two fiscal years repre- 
senting but 6 percent of the total new hous- 
ing constructed. 

“Undoubtedly one of the main reasons for 
the preference for single-family houses dur- 
ing recent years is the fact that our popula- 
tion is increasing at a much faster rate in 
smaller communities and suburban areas than 
in central cities where most apartment build- 
ing is concentrated. The traditional desire 
of the average American for a home of his 
own is much more easily satisfied if he lives 
in a community where there is no problem 
of crowded living. It is no mere coincidence 
that the 1940 census shows population dur- 
ing the 30’s to have grown three times as 
rapidly in suburban areas as in the central 
sections of our metropol‘tan communities.” 





Issues Home Builder Booklet 


Wasuincton, D. C., Nov. 24.—Small 
home seekers are urged to take advantage 
of architectural and technical services to 
protect their investments, in a new booklet 
published under the sponsorship of the Fed- 
eral Home Loan Bank Board and entitled 
“If You Plan to Build or Buy a Home,” 
which is being reproduced by many savings 
and loan associations. 





Real Estate Men Organize 
Home Building Committee 


A Home Builders Emergency Committee 
—organized by the Home Builders Institute 
of America, the National Association of 
Real Estate Boards, and other organized 
groups—has been set up to collaborate with 
the Government, and especially with OPM, 
in solution of difficult problems arising in 
connection with home building industry 
throughout the nation, especially in the 
civilian field. The committee will work 
with manufacturers and Government officials 
in search for materials and equipment which 
do not involve use of critical metals. Effort 
will be made also to secure adjustment of 
FHA procedures to the constantly shifting 
price structure. Further effort will be made 
to analyze the place which publicly-financed 
housing should play, and the place which 
private enterprise is equipped to play, in 
the Defense housing picture. Hugh Potter 
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of Houston, Texas, is committee chairman. 
Milton W. Morris, executive secretary ot 
Associated Home Builders of San Francisco, 
is acting as secretary-treasurer. Headquar- 
ters is in the Ambassador Hotel, Washing- 
ton, D.C. 





Ask Tax Changes to Aid 
Home Ownership 


Detroit, Micu., Nov. 24.—When a home 
owner sells his home at a price higher than 
the purchase price, he pays a Federal in- 
come tax on the gain. In case he sells his 
home at a loss, he should, therefore, in fair- 
ness be allowed to take a deduction for the 
loss. The National Association of Real Es- 
tate Boards in resolutions adopted at its an- 
nual convention points this out, expresses its 
belief that, in the interest of tax equity, the 
Federal Revenue Act should be amended “to 
provide for and permit a home owner to de- 
duct his or her loss in case a home is sold 
at a loss.” 

In furtherance of home ownership, the as- 
sociation in the resolutions adopted unani- 
mously by the delegate body, asks for “home- 
stead” amendment of our inheritance tax 
laws. It expresses the belief that in case 
of decease of one spouse, a homestead that 
had been occupied by man and wife should 
be exempted from all inheritance taxes if left 
to the surviving spouse. 





B&L Conference Will Draw 
Record Crowd 


MiamrI, Fra., Nov. 24.—Advance regis- 
trations for the Miami convention of the 
United States Savings and Loan League, 
Dec. 1-5, are piling up to record dimensions, 
totaling 1,400 to Nov. 22, according to Paul 
Endicott, Pomona, Calif., president. Among 
the topics are to be mortgage lending poli- 
cies in a period of rising prices, the admin- 
istration of building material priorities, 
current constructon cost increases, effects of 
consumer credit regulations on savings and 
loan operations, and ways to acquaint the 
public with the disadvantages of the overly 
long-term home loan. The committeee on 
construction loan policies and procedure has 
been compiling answers to a questionnaire 
on the effects of the priorities’ program on 
home building, the things which have been 
done to stimulate house remodeling to pro- 
duce more living units, and who will build 
houses in the future. 





Priorities Didn't Check Bor- 
rowing for Home Ownership 


September loans made by the savings, 
building and loan associations, the United 
States Savings and Loan League reports, 
totaled $129,934,000—more than a_ million 
dollars greater than in the same month of 
1940, in spite of scares about priorities. 
A. D. Theobald, Chicago, assistant vice 
president, says a new high for the past 
twelve years was reached in the September 
volume of loans to purchase existing homes. 
Percentages of the total made for different 
purposes follow: Construction, 31.4; repair 
and modernization, 4.5; home purchase, 44.7; 
refinancing, 12.2; other purposes, 7.2. 


SUGAR & WESTERN 
PINE AGENCY 


#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


Pattern Lumber 
SUGAR nate and 
PINE - sro 
California Ponderosa Pine 
Mouldings and Cut Stock 


. Sugar Pine Specialists for 30 Years 
* 


Yi 





PINE SPECIALISTS 


OREGON Ponderosa Pine 
CALIFORNIA Sugar Pine 
IDAHO White Pine 


Lumber -- Mouldings -- Cut Stock -- Industrial Special- 
ties. Shipping highest quality big mill stock. 


CONTACT LUMBER CO. 


American Bank Bidg., Portland, Ore. 


Kennedy 


Western 
Lumber Products 


Prompt, efficient shippers of big mill, 
excellent quality, rightly-priced Fir, 
Hemlock, Soden. Spruce, Red Cedar 
Shingles, Idaho White Pine, Ponde- 
rosa Pine, California Sugar Pine. 

We strongly subscribe to belief 
that a SATISFIED CUSTOMER is 
greatest asset of any institution. 


J.G. Kennedy Lumber Co. 
Henry Building 
Seattle 











THE FEATHER RIVER 
LUMBER COMPANY 


Manufacturers of 


CALIFORNIA 
SOFT PINE, 


WHITE FIR and INCENSE CEDAR 
Annual Production 50,000,000 Ft. 


LUMBER, BOX SHOOK 
and MOULDINGS 
Mills and Sales Office: 


DELLEKER, PLUMAS COUNTY, CALIF. 
We are member of Western Pine Association 
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Newsy Notes of Persons and Places 


and OFFICE 








T. W. Greeves, manager of the Atlanta, 
Ga., office of Mixer & Co. (Inc.), and C. S. 
Vorhis, salesman at Syracuse, lately visited 
the company’s headquarters in Buffalo, 
N. Y. 

H. D. Howden, of Philadelphia, Pa., vice 
president of the R. T. Jones Lumber Co. 
(Inc.), North Tonawanda, N. Y., and A, J. 
Allen, sales representative at Elmira, N. Y., 
visited the company’s Buffalo office recently. 


Norman QO. Cruver, Wheeler Osgood 
Sales Corp., Tacoma, Wash., plywood and 
door manufacturing concern, has been nomi- 
nated for the board of trustees of the Ta- 
coma Chamber of Commerce. 


William C. Deering, president of the John 
Dower Lumber Co., Tacoma, Wash., has 
just been elected first vice president of the 
Automobile Club of Washington. He also 
has just been appointed to a two-year term 
on Tacoma’s Defense housing committee. 


Mid-November visitors to Angeles, 
Calif., included the following: Harry Dow- 
son, Medford Corp., Medford, Ore.; Charles 
H. Middleton, Anderson & Middleton Lum- 
ber Co., Aberdeen, Wash., and Roy E. Ellis, 
Wending-Nathan Co., San Francisco. 


Los 


J. C. Rassenfoss, of the Pickering Lum- 
ber Corp., Standard, Calif., was the guest 
speaker at a recent dinner meeting of the 
Mother Lode Mining Association at Jack- 
son, Calif. His address dealt with the evo- 
lution of the lumber industry on the Mother 


Lode. 


G. H. Collingwood, of Washington, D. C., 
forester for the National Lumber Manu- 
facturers’ Association, recently inspected the 
Clemons Tree Farm, near Montesano, 
Wash., in company with C. D. Weyer- 
haeuser and W. H. Price, timber executive 
of the Weyerhaeuser Timber Co. 


The Shepard & Morse Lumber Co. at 
Boston, Mass., has just completed the pur- 
chase of two spruce sawmill properties, one 
at Washburn, Me., and the other at Plain- 
field, Vt. Crews are already in the woods 
to secure a log supply and the mills will 
soon go into production. 


Gordon King, Willapa Harbor Lumber 
Mills, has just been elected president of 
the Raymond, Wash., Kiwanis club. Mr. 
King, who has been vice president of the 
organization during the last year, succeeds 
Forrest Schaefer, another prominent Ray- 
mond lumberman, as head of the organiza- 
tion. 

Walter 


} 


Mix and Otto Wallmark, who 
een engaged in the retail lumber busi- 
ress in Olympia, Wash., since last April, 
when they purchased a retail organization, 
this week moved their concern, the Wash- 
ington Lumber Co., into an attractive fire- 
proof structure at Legion Way and Jeffer- 
son Street in Olympia. 


1 
nave 
Nave 


Recent visitors to the Buffalo lumber offices 
included H. R. Munro and J. H. Sheridan, of 
the H. R. MacMillan Export Co. (Ltd.), 


Vancouver, B. C. They were en route to 
New York, where the company is opening 
an office. Mr. Sheridan, who has been man- 
ager of the company’s office in Seattle, 
Wash., will be in charge in New York. 


The Connecticut Terminal Co., operating 
the State dock at New London, Conn., 
which has jusc been taken over by the Gov- 
ernment as a naval base—for the duration 
—is just completing a modern shed 50 x 180 
ft. to be devoted exclusively to the storage 
of West Coast fir plywood and wallboard, 
and the “upper” grades of dressed fir boards. 
It is for the use of shippers that send inter- 
coastal lumber boats to this pier. 

P. W. Chatland of Los Angeles, Calif., 
Southern California manager for Schafer 
Bros. Lumber & Shingle Co., is convalescing 
at his Los Angeles home from injuries re- 
ceived in an automobile accident near Aber- 
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Retail Yard Changes 

MoNAHANS, TeEx.—Claude Pierce, for- 
merly of Hobbs, N. M., has been named 
manager of Wm. Cameron & Co. (Inc.). 
George Blumentritt, who was_ previously 
manager of the company’s Monahans yard, 
has been transferred to San Angelo. 

BELLEFONTAINE, Onto—Kenneth Bolinger 
has been appointed manager of the Logan 
Lumber & Supply Co. here. Previously he 
was manager of a yard in Marion, Ohio. 

BrookKFIELD, Mo.—New manager of the 
North Missouri Lumber Co. here is Earl 
Hill. He was manager of the company’s 
yard at Polo, Mo., and his place there has 
been taken by Orville Burns. 





Sale of Door Manufacturing 
Firm Is Announced 

Tacoma, Wasu., Nov. 22.—Sale of the 
Clear Vir Lumber Co., door manufacturing 
concern, to the Northwest Door Co. (Inc.), 
and associates for an undisclosed sum was 
announced here this week by Frost Snyder, 
president of the former concern. He said 
transfer of ownership was effective immedi- 
ately. The Clear Fir Lumber Co. was es- 





The $500 first prize 
in The Lowe Brothers 
Co., Dayton, Ohio 
paint and varnish man- 
ufacturers, nation wide 
25 word ''Mello- 
Gloss" essay contest 
is being awarded to 
Mrs. Donald Miller of 
Lima, Ohio. The 
dealer prize is being 
received by H. H. 
Torbet, also of Lima. 
News commentator 
Peter Grant of station 





WLW is making the presentations while P. B. Willis, advertising manager of The Lowe Brothers Co. 
looks on. Nine additional customer prizes and an equal number of dealer awards were presented 
to winners by Lowe Brothers representatives in widely scattered sections of the country. 





deen, Wash., where he had gone to attend 
a sales meeting at the company’s home office. 
Chatland received four fractured ribs while 
driving to one of Schafer Bros.’ logging 
operations. 


Amalgamated Lumber Co. and Optimo 
Crating Co., headed by J. A. Defaut, an- 
nounce the opening of a new office at 624 
So. Michigan Ave., eighth floor, Blum 
Building in Chicago. The telephone number 
of these concerns is Harrison 2686. Prior 
to removal they had been at 71st and South 
Shore Bldg. in Chicago. This is a whole- 
sale firm handling fir, hemlock, shingles, 
ponderosa pine, yellow pine, northern and 
southern hardwoods, walnut and mahogany. 


Purchase of the Emery Lumber & Coal 
Co. of Williamsport, Pa., has been an- 
nounced by M. A. Moltz. The firm has 
been in business for the past 36 years, and 
was operated by the founders’ widow. The 
business will be carried on under the old 
name. For the past fifteen years Mr. Moltz 
was general manager of the Moltz Lumber 
Co. at Lake Toxaway, N. C., operating a 
band mill. The company owned 9000 acres 
of hemlock and hardwood, but recently 
dismantled the mill. 


tablished in 1916 by Snyder’s father, John 
Snyder. It manufactures approximately 
2,800 doors daily and has operated as a door 
manufacturing plant exclusively since 1934. 
Snyder said that he will continue to main- 
tain his residence here, but will devote his 
business attention to the Vancouver Plywood 
& Veneer Co. of Vancouver, Wash., of 
which he is president. The Clear Fir Lum- 
ber Co., it was announced, henceforth will 
be known as the Clear Fir Products Co. Its 
operators include Herman E. Tenzler and 
Jos. H. Gonyea. 





Illinois Lumber Concern Plans 
Modernistic Building 


Datias City, Itt., Nov. 26.—Work has 
been started on the foundation for the new 
building of the Dallas City Lumber Co., 
according to word received by the AMERICAN 
LUMBERMAN from H. IF. Black, secretary of 
the company. Space has been secured by 
tearing down an old shed. The new building 
will be 60 by 200 feet; it will consist of 
office and display space in the front and the 
rear will consist of double deck lumber 
sheds. The exterior of the building will 


be modernistic in design. 
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Protective Compound Used 
on New Flooring 


A protective compound, “Rezite,” a prod- 
uct of the research laboratories of I. F. 
Laucks, Ltd., Granville Island, Vancouver, 
B. C., is playing a part in the production 
of the new “Blueline Rezited” hardwood 
flooring, being manufactured in British Co- 
lumbia by the Mohawk Handle Co., Ltd. 
“Rezite” is said to provide permanent pro- 
tection for the wood from warping and 
swelling due to water absorption. It is a 
synthetic resin formulated to act both as a 
primer and sealer for wood, which penetrates 


and coats the wood cells with a waterproof 


film and retards the migration of water 
throughout the wood. Further information 
is available from the Laucks company. 





Stock Millwork—October 


Volume of stock sash, doors and frames 
produced during October exceeded the Sep- 
tember output by 5 percent, the National 
Door Manufacturers Association reports. 
The comparison between October and the 
same month a year ago showed an 8 percent 
gain for the latest period. 





Seeks Plane Veneer Birch 


Soperton, B. C., Nov. 22.—Pacific Ve- 
neer (Ltd.), Sapperton, B. C., which is said 
to be the largest producer of birch airplane 
veneer in the British Empire, is seeking 
birch logs in the Cariboo district and is 
offering $35 per 1000 feet for logs suitable 
for this purpose and loaded on cars at 
Quesnel. The plant is producing enough 
veneer for 33 planes daily, but is capable 
of doubling this amount if only birch logs 
are available in sufficient quantity. 





Vice President Announces 
Wood Weatherstrip on 
Unit Windows 


H. H. Hobart, vice president, Curtis Com- 
panies Inc., Clinton, Iowa, recently an- 
nounced to the trade a change in the Curtis 
“Silentite Insulated” window. The change, 
necessitated by the defense program, wholly 
regards the weatherstripping of the “Silentite” 
window unit. 

Curtis is now using a wood weatherstrip. 
This was developed by Curtis engineers and 
is an exclusive Curtis product. Patents have 
been applied for. 

In his letter to the trade, 
stated, in part: “Some people will call it the 
new ‘Silentite,’ because of the new weather- 
strip. But there is no change in the milling 
of the ‘Silentite’ window. Every item—win- 
dow or frame—can be used with the new 
weatherstrip. All other sales features of 
‘Silentite,’ remain unchanged. 

“Others may call it the improved ‘Silentite.’ 
Laboratory tests show that the new weather- 
stripping is tighter in high winds than the 
strip formerly used. Even high humidities 
do not affect its smooth operation, and it 
will not corrode. Accelerated tests equal to 
more than 10 years of normal use indicate 
its long life and durability, Installation is 


H. H. Hobart 
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speeded up. A better balance results. 

“It is easy to see why the unit may be 
called the improved ‘Silentite.’ But, here at 
Curtis, we prefer to call it just ‘Silentite’— 
a name which stands for unquestioned excel- 
lence. And this means that Curtis stands 
squarely behind it, with the same guarantee 
that is one of ‘Silentite’s’ major sales advan- 
tages.” 

“The change in weatherstrip,” the Curtis 
vice president stated, “has been enthusiasti- 
cally received everywhere. Our men have 
changed hundreds of sample windows from 
the old to the new weatherstrip to demon- 
strate its merits. Dealers, architects, build- 
ers and the general public have voiced unani- 
mous favor.” 
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New Baltimore Sales Man- 
ager Appointed 


New York, N. Y., Nov. 24.—W. C. Byrd, 
formerly sales representative of The Ruber- 
oid Co. in western North Carolina with 
headquarters at Charlotte, has been appointed 
sales manager of the company’s entire Balti- 
more division to succeed the late Hugh C. 
Foster. 

Mr. Byrd has been with Ruberoid 16 
years, having joined the organization as a 
salesman in 1925. As sales manager of the 
3altimore Division, his territory will include 
Maryland, Delaware, North Carolina, South 
Carolina and parts of Georgia, Tennessee 
and West Virginia. 
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Here’s big news for 1942—a 
proved method for increasing 
volume in your paint depart- 
ment... a way to make more 
profits. 

The plan promotes paint 
sales this way: 


1. It creates the desire to paint 

2. It aids in color selection 

3. It produces store traffic... 
more sales— more profits. 

Follow the BPS route to more 


profits. Write The Patterson- 
Sargent Company at once on 
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What the Associations Are 
Planning and Doing 


Red Cedar Shingle Bureau to 
Meet in December 

SEATTLE, WAsH., Nov. 24.— To 
the first quarter century of its growth and 
prosperity, elect directors and officers for 
1942, and delve into the many problems fac- 
ing the industry as a result of the Defense 
effort, the Red Cedar Shingle Bureau will 
“A most im- 


W ood- 


observe 


convene in this city Dec. 19. 
portant meeting,” Manager W. W. 
bridge declares. 

A principal speaker will be Ben R. Ellis, 
priorities director of the lumber industry, 
who will discuss priorities and allocations 
affecting the shingle industry. H.R. North- 
up, secretary-manager of the National Re- 
tail Lumber Dealers’ Association will tell 
of shingle distribution among dealers, and 
of the effect of priorities on them. W. C. 
Bell, managing director, Western Retail 
Lumbermen’s Association, will stress the im- 
portance of association work. These three 
speakers will clarify relationships between 
dealer, regional and national groups par- 
ticipating in the distribution of shingles. 

The convention in every way will bend its 
efforts towards plans to assist the Defense 
program. 





Washington Forestry Conference 
Planned for December 
SEATTLE, WaAsuH., Nov. 26.—The twentieth 
annual meeting of the Washington State 
Forestry Conference will take place in the 
auditorium of the Seattle Chamber of Com- 
merce all day Friday, Dec. 5, starting at 
9.30 A. M. Anticipating a decrease in di- 
rect employment following the present war 
situation, forest research to increase uses of 

wood products heads the list of topics. 

On the program are speakers representa- 
tive of conservation, political and industrial 
bodies. Government, educational and lumber 
associations are cooperating agencies. 





Hardwood Foundation Files to 
Incorporate 


Plans for the furtherance of the Hard- 
wood Products Foundation, which was an- 
nounced at the last annual meeting of the 
National Hardwood Lumber Association in 
Atlanta, Ga., were advanced toward com- 
pletion at a meeting held in the offices of 
the National Hardwood Lumber Association 
in Chicago recently. At the time of the 
meeting in Atlanta verbal pledges of sup- 
port were given, subject to later confirma- 
tion. 
.Since that time lawyers were employed 
to develop a constitution and by-laws. After 
this ground work had been completed, a 
meeting held in the association’s of- 
fices, and those at the meeting approved the 
constitution and by-laws. Following this 
meeting, application for a charter of in- 
corporation was filed at Springfield, I. 

Those who attended the meeting confirmed 
heir subscriptions, and. stated that thev 


was 


would contact those who did not attend to 
secure the further confirmations. A sub- 
stantial start has been made, with all show- 
ing a high degree of enthusiasm. Also, a 
board of trustees was selected, and this 
group will choose the officers of the Hard- 
wood Products Foundation. By the first of 
the coming January, the foundation expects 
to be able to select a staff and open of- 
fices in Chicago, ready to perform research 
in hardwoods that will be of value to all 
members. 





Tentative Program Announced 
by Northwestern 
MINNEAPOLIS, MINN., Nov. 21.—A _pre- 
liminary program for its fifty-second annual 
convention, to be held Jan, 20-22 in the 
Minneapolis Auditorium here, has been 
announced by the Northwestern Lumber- 
men’s Association. Some of the highlights 
of the program follow: ‘The Defense Pro- 
gram and the Building Industry”; this 
will be discussed by a prominent retailer and 
a prominent manufacturer. “The Defense 
Program and the Association” will be dis- 
cussed by President Glen R. Newton and 
Secretary Ormie C. Lance. “Our Building 
Mechanics of the I‘uture” will be the subject 
of a talk by O. G. Hughson, Seattle, Wash., 
organizer of Boy’s Builder Clubs, and “The 
Defense Program and the Old Timers” will 
be presented by Charles M. Porter of Oska- 
loosa, Iowa, president of the Northwestern’s 

Old Timers Club. 

Roy Wenzlick, Real Estate Analysts 
(Inc.), St. Louis, Mo., is scheduled for “The 
Defense Program and Business Trends,” 
and “The Defense Program and Repairing 
and Remodeling” is the topic taken by Frier 
McCollister, Insulation Board Institute. 
“The Defense Program and the Dealer’s 
Personal Duty” is the title of a talk by 
J. H. Gheen, New York, N. Y. “The War 
Economy in America” will be discussed by 
speakers not yet chosen. 

It is announced that approximately 175 
manufacturers and wholesalers will have on 
display in the Exhibition Hall a modern 
exposition of all building commodities with 
experts in charge to explain how to mer- 
chandise their goods during the emergency. 
A full program of entertainment is being 
planned. 





New England Associations 
Announce Programs 


30sToN, Mass., Nov. 21.—Programs are 
complete for a series of three annual state 
meetings of the retail trade in New Eng- 
land during the week of December 1 to 6, 
the Connecticut annual being scheduled for 
Wednesday, Dec. 3, at the Hotel Taft in 
New Haven; New Hampshire being listed 
for the next day, Dec. 4, at the Carpenter 
Hotel in Manchester with the Massachu- 
setts annual at the Statler in Boston on 
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Saturday, Dec. 6. The executive officers of 
the Northeastern Retail Lumbermen’s Asso- 
ciation, and a strong list of 
resenting both the industry and [ederal 
Defense activities, will take part in each 
meeting. Attendance at the afternoon ses- 
sion in Boston on Saturday has for a num- 
ber of years exceeded 500 and_ includes 
floor show and a number of 


speakers rep- 


a_ luncheon, 
important addresses, 


Western Retail Lumbermen Will 
Convene in Spokane 

SPOKANE, Wasu., Nov. 26.—Plans have 
been announced for the thirty-ninth annual 
convention of the Western Retail Lumber- 
men’s Association, which will be held Feb. 
19-20-21 at the Davenport Hotel in Spokane. 
Decision to hold the convention in Spokane 
was reached by the board of directors after 
carefully considering the desires of the mem- 
bership as expressed in a recent poll. 

Committee organization will soon be per- 
fected, and details about the program of 
speakers and entertainment will be announced 
in the near future. In the meantime, it is 
asked that all members plan to attend as 
practically all of the regular exhibit patrons 
will again be represented. 








Interesting Lumber Exhibits 
at Home Show 

San Francisco, Catir., Nov. 25.—Ex- 
hibits of western lumber associations, and 
lumber dealers were outstanding features of 
the recent Home and Garden Show held in 
the Civic Auditorium here. Under sponsor- 
ship of the Associated Home Builders of San 
Francisco, the 1941 Home and Garden Show 
becomes an annual event by proclamation of 
Mayor Rossi. He proclaimed the week of 
the show, Nov. 10 to 16. 

Lumber exhibits were arranged by the 
American Lumber and Treating Co., Cali- 
fornia Redwood Association, Western Pine 
Association and West Coast Lumbermen’s 
Association with the cooperation of Loop 
Lumber Co., Christenson Lumber Co., Ro- 
lando Lumber Co., and Smith Lumber Co. 

Among the exhibits of the Western Pine 
Association were large panels of siding in 
the natural, prime paint coat and third paint 
coat; boards of select Ponderosa and select 
sugar pine, and an unfinished knotty pine 
desk. 

The California Redwood Association dis- 
played, among other things, a number of 
patterns of redwood siding and wallboard, 
fencing, scale model of a recently designed 
home type swimming pool constructed of 
redwood, and sample pieces of aged redwood 
items that had seen 50 to 80 years’ service 
as water pipes, ornaments, siding, etc. 

West Coast Lumbermen’s Association 
showed interesting samples of West Coast 
hemlock and Douglas fir flooring and sid- 
ing; sound knotted paneling of western red 
cedar, pre-cut framing, photos of Douglas 
fir logging, and a wedge from a 570 year 
old Douglas fir stump showing, on a panel 
alongside of the rings of growth, the his- 
torical events that took place during certain 
periods of growth of the original tree. 

The De Walt Products Corp. showed an 
interesting industrial moving picture of 
“pre-cutting” structural lumber on the job 
at Fort Lewis, Wash. 
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Varied Program Presented at Maine Annual 


AucusTa, Me., Nov. 24.—At the annual 
meeting of the Maine Retail Lumber Deal- 
ers’ Association, held at the Augusta House 
here, Allen E. Morrell of Brunswick was 
chosen president to succeed Harold Haley 
of Calais. Other officers chosen include: 
First Vice President . Edward Daley of 
Augusta, Second Vice President A. Howard 
Smith of Presque Isle, and Secretary-Treas- 


urer Ralph FE. Jordan of Lewiston (re- 
elected). 
There was a largely attended “get-to- 


gether” gathering at the hotel before meeting, 
at which manufacturers, wholesalers and 
retailers fraternized, and discussed the part 
each branch was playing in the Defense 
program, and the outlook for mill produc- 
tion and distribution through 1942. 

At the opening session today with Presi- 
dent Haley of Calais in the chair, Paul S. 
Collier of Rochester, N. Y., secretary-man- 
ager of Northeastern Retail Lumbermen’s 
Association, presented in detail the effect 
of government priorities upon the retail 
movement of lumber and other builders 
supplies, and made it clear that there would 
be no limitations placed upon sales in the 
low cost housing field up to residences to 
cost $6,000 or under. 

President Haley who operates yards on 
both sides of the Canadian border at Calais, 
Maine, and St. Stephen, N. B., presented 
a picture of the good-will and cooperative 
spirit shown in the daily routine of the lum- 
ber personnel at the international boundary. 

Frank E. Southard, Maine fuel coordina- 
tor, declared that “despite recent gasoline 
rationing orders from Washington, the pres- 
ent fuel oil, coal and wood situation in New 
England is such that we can go ahead in 
business and home life without fear of 
immediate shortages.” Mr. Southard ex- 
pressed belief that “there was really no need 
for the recent gasoline rationing orders from 


Washington. They did not allow the busi- 
nessmen to go to work in solving the prob- 
lem, which was eventually done.” 

The Defense program as it applies to 
lumber supplies was presented by Major H. 
Christie, noted Canadian journalist, who 
recently returned from England, and by 
Maine’s Governor Sumner Sewall and Au- 
gusta’s Mayor Sanford L. Fogg, Jr. Major 
Christie, who with eleven other Canadian 
journalists had returned from a recent visit 
to war-torn England, ventured the prediction 
that a minimum of four more years would 
ensue before the defeat of Hitler would be 
accomplished. The invasion of the conti- 
nent by England and its allies will come in 
due course, but it would be folly to attempt 
such a move today. They are preparing to 
bring Germany to its knees by a mass 
assault, driving through the conquered coun- 
tries of Europe, and to put Germany back 
in her own devastated area. There is no 
thought of a negotiated peace for that would 
mean another war in 20 years or less. 

Other speakers included State Forest 
Commissioner Raymond Rendall, Victor 
Cutter of Boston, regional director of Na- 
tional Resources Planning Board and Homer 
Trimble of Boston, analyst of the priorities 
division of OPM. 

Ben Jones was toastmaster at the evening 
function, when a company of 300 members 
and guests at the banquet closely followed 
the war pictures and lecture by H. Alton 
Blackington, world traveler and_ lecturer. 
He showed a series of pictures taken in 
London and Coventry of the results of Ger- 
man bombings, and laid particular emphasis 
on the point that manufacturers in the 
United States could expect a great increase 
in attempts to sabotage American industry 
by the foreign elements in this country that 
are in sympathy with Hitler. 





Chicago Furniture Manuacturers 
to Choose Officers 


Thursday, Dec. 4, has been chosen for the 
outstanding yearly function of the Chicago 
Furniture Manufacturers’ Association—its 
annual banquet, held in conjunction with the 
annual meeting and election of officers. A 
dominant percentage of Chicago’s executives 
in furniture manufacturing, as well as friends 
in the industry and allied lines, are expected 
to be present on that date in the Edgewater 
Beach Hotel’s Grand ballroom. A slate of 
four officers and four directors will be voted 
upon. 





Ontario Directors Hold 
Interim Meeting 


Toronto, Ont., Nov. 21—The directors 
of the Ontario Retail Lumber Dealers’ 
Association held a meeting on Nov. 21 at 
the Royal York Hotel, Toronto, with a 
large attendance. They received an interim 
financial statement showing that the asso- 
ciation is making good progress during one 
of its most difficult years. 

A great deal of the time of the directors 
was taken up with consideration of current 


problems growing out of the Canadian Gov- 
ernment’s policy of price control for lumber. 
Each of the important features of this work 
was reported by Secretary-manager Boult- 
bee, discussed by the directors at the morn- 
ing session and again discussed at the after- 
noon session when K. M. Brown, Ottawa, 
in charge of price control for lumber and 
millwork, was present. 

A new branch of the ORLDA was re- 
ported by the secretary-manager, known as 
the “Toronto Suburban Branch.” This 
takes in an important group of dealers who 
had not formerly been organized. 

The balance of the meeting was devoted 
by the directors to arranging important de- 
tails connected with the annual convention 
which will take place at the Royal York 
Hotel, Toronto, on Feb. 19, 20, and 21. 





Western Forest Conference 
Plans Timely Program 
PorTLAND, OreE., Nov. 26.—A _ program 
for the thirty-second annual Western Fores- 
try and Conservation Association conference 
to be held Dec. 10-12 at the Portland Ho- 
tel in Portland, has been issued by that 
body. It is announced that all concerned 
agencies were consulted, and that the topics 
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Cut from choice Arkansas 
Oak, DIXIE Brand Flooring 
is beautiful in grain and 
finish, uniformly fine in tex- 
ture. Remember, we do not 
make the MOST Oak Floor- 
ing, but we DO make the 
BEST. Write for samples 
and prices. 


W.R. WRAPE STAVE COMPANY 
Post Office Box 182 
LITTLE ROCK, ARKANSAS 
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presented for discussion represent a major- 
ity desire. 

The basic subject of the conference re- 
mains “Protection, the Foundation of For- 
est Management,” with still better coopera- 
tion for sharing risks and responsibility, es- 
pecially if there is an abnormal fire hazard. 
Prominent state responsi- 
bility in that safe- 
guards alike industry and the 
public welfare. 

The program has been developed with the 
thought that this is a time when a strong 
emergency must be met, and is, therefore, 
time to clarify important 
objectives and means that are least difficult 
to employ. All features of the program 
will be open for tloor discussion. 


also is western 


forest administration 


resources, 


a good specific 





New York Salesmen Have 
Thanksgiving Dinner 


New York, N. Y., Nov. 24.—The Lum- 
ber Salesman's Association of New York 
gathered at the National Republican Club 


on Nov. 13 for the annual 
dinner, with about forty members present. 
This meeting was also designated as Past 
President's Night, when they were treated 
to a dinner, and the members heard 
them reminisce on events during the years 
they led the association. Those 
present were Jack Wiesing, John Wagner, 
Henri Isaacsen, Dwight DeYette and Stan- 
lev Tracy. Pete Wise and Al Sieber were 
absent due to illness and Jim Patton now 
resides in Columbus, Ohio, and could not 
be at the meeting. 


Thanksgiving 


free 


in| which 





Coming Conventions 


Dee. 1-5—Congress of American Industry, 
Waldorf-Astoria, New York, N. Y. 


Dee. 1-5—United States Savings and Loan 
League, Miami-Biltmore Hotel, Miami, 
Fla. Annual. 

De 3—Lumber Dealers’ Association of 
Connecticut, Hotel Taft, New Haven, 
Conn Annual. 

Dec. 4—New Hampshire Retail Lumber- 
men's Association, Carpenter Hotel, 
Manchester, N. H. Annual. 

Dec. 5—Washington State Forestry Con- 


Seattie Chamber of 
Wash. Annual. 

Dec. 6—Massachusetts Retail Lumber 
Association, Hotel Statler, 
Mass. Annual. 
10-12—-Western Forestry & Conserva- 


ference, Commerce, 


Seattle, 
Dealers’ 30S- 

ton, 
Dec 


tion Association, Portland Hotel, Port- 
land, Ore. Annual. 

Dec. 17—Quebec Province Wholesale Lum- 
ber Association, Queen's Hotel, Montreal, 
Que Annual. 

Dec. 18-20—Society of American Foresters, 
George Washington Hotel, Jacksonville, 
Fla Annual, 

De 19—Red Cedar Shingle Bureau, Wash- 
ingt Athletic Club, Seattle, Wash. An- 
nuai 


Jan. §$—National 
Wholesalers, 


Association of Hardwood 
Lincoln Club, La Salle 


Hotel, Chicago Annual. 

J 13-15—Indiana Lumber and Builders’ 
Supply Association, Murat Temple, In- 
dianapolis, Ind Annual. 

Jan, 20-22—Kentucky Retail Lumber Deal- 
ers’ Association, Brown Hotel, Louis- 

lle, Ky Annual. 

Jan. 20-22—-Northwestern Lumbermen’s 
Association, Minneapolis Municipal Audi- 
torium, Minneapolis, Minn. Annual 


Northeastern Retail Lumber- 
Hotel Pennsylvania, 
Annual. 


Jar 27-29% 
Association, 
New York, N. Y 


Jan. 27-20—Ohio Association of Retail 
Lumber Dealers, Hotel Cleveland, Cleve- 
land, Ohio Annual. 

Jan. 28-3' Southwestern Lumbermen’s As- 


sociation, Municipal Auditorium, Kansas 


City, Mo Annual. 


American fiumberman 


Feb. 3-5—Michigan Retail Lumber Dealers’ 
Association, Book - Cadillac Hotel, De- 
troit, Mich. Annual. 

Feb. 4-6—Iowa Retail Lumbermen’s Asso- 
ciation, Des Moines Coliseum, 
Moines, Iowa. Ninth Annual Building 
Material Exposition and Merchandising 
Clinic. 

Feb. 9-11—Canadian 
ciation, Mount 
Que. Annual. 

Feb, 10-12—Illinois Lumber and Material 
Dealers’ Association, Stevens Hotel, Chi- 

Annual. 

Feb. 17-19—Wisconsin Retail Lumbermen’s 
Association, Milwaukee Auditorium, Mil- 
waukee, Wis. Annual. 


Des 


Lumbermen’s Asso- 


Royal Hotel, Montreal, 


cano., 
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Feb. 19-20—Tennessee Lumber Millwork 
and Supply Dealers’ Association, Hermit- 


age Hotel, Nashville, Tenn. Annual. 
Feb. 19-21—Western Retail Lumbermen’s 
Association, Davenport Hotel, Spokane, 


Wash. Annual. 
Feb. 19-21—Ontario Retail Lumber Deal- 
ers’ Association, Royal York Hotel, To- 


ronto, Ont. Annual. 

Feb. 24—Northern Indiana 
Michigan Retail Lumber 
ciation, Indiana Club, 
Annual. 

Feb. 26-27—Virginia Building Material As- 
sociation, Roanoke Hotel, Roanoke, Va. 
Annual. Also, Roanoke National Home 
Show, Feb. 24-27. 


and Southern 
Dealers’ Asso- 
South Bend, Ind. 


Among Lumbermen’s Clubs 


California Hoo-Hoo Clubs 
Have Joint Dinner 

OAKLAND, CALir., Nov. 24.—Thirty-five 
members of the East Bay Hoo-Hoo Club 
No. 39, under leadership of President Lewis 
A. Godard, traveled to Sacramento, Calif., 
to attend the regular dinner meeting of the 
Sacramento Hoo-Hoo Club No. 109 held re- 
cently. President W. Henry Gilbert of the 
Sacramento Club presided and welcomed the 
Visitors. 





California Lumberman Produces 
Winning Movie 

Los ANGELES, CAuir., Nov. 26.—A _prize- 
Winning motion picture in technicolor, “Tim- 
ber,” taken by Andrew Foster, post com- 
mander, during a visit to Arizona featured 
the meeting of Lumbermen’s Post No. 403, 
American Legion, at Los Angeles, Calif., on 
Noy. 13. The film recently was awarded 
first prize by the Pasadena (Calif.) Movie 
Club. 

The post will hold its annual Lumbermen’s 
Hi-Jinks at the Royal Palms Hotel, 
Angeles, on Dec. 5. 


Los 





Movie Is Main Feature at 
Hoo-Hoo Meeting 
Wasuincton, D. C., Nov. 23.—The main 
attraction at the meeting of Hoo-Hoo Club 
No. 99, of this city, held in the Continental 
Hotel was a movie obtained from the For- 





estry Service which dealt with the methods 
devised and employed to safeguard reserva- 
tions, and make them of increasing benefit 
to the national wealth. Russell Lamar, of 
Lamar & Wallace, presided. 





Lumber Exchange to Have 
Ladies’ Day 


BurFFaALo, N. Y., Nov. 26. — The Buffalo 
(N. Y.) Lumber Exchange will hold a 
ladies’ day entertainment on the evening of 
Dec. 9 at the University Club, where it holds 
its weekly luncheon meetings. Sound films 
of the lumber industry will be shown. 





New Orleans Lumbermen 


Elect Officers 


New Or.eans, La., Nov. 21.—Robert H. 
Tait, Jahncke Service (Inc.), was elected 
president of the New Orleans Lumbermen’s 
Club at the annual dinner here recently. He 
succeeds Ted F. Mathes, who had completed 
two annual terms in the presidency. Mr. 
Tait was elevated from the vice presidency. 

Other officers named included: Emmett 
D. Brown, vice president; Jesse O. Stamps, 
secretary, and Lee J. Wilson, treasurer. 
Both Stamps and Wilson were reelected. 

In his review of the year’s activity Mr. 
Mathes referred to the cooperation extended 
by the club in connection with procurement 
of lumber needed for National Defense. 


Seated (left to 
right): retiring pres- 
ident, T. F. Mathes; 
new president, Rob- 
ert H. Tait. Standing 
(left to right): sec- 
Jesse O. 


and treas- 


retary, 
Stamps, 
urér, Lee J. Wilson. 
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See Emergency as Oppor- 
tunity to Promote Lumber 


(Continued from Page 31) 


great industries which essentially are a 
product of modern science. 

Today, on a broad basis unparalleled at 
least in this generation our industry has op- 
portunity to improve and to extend the uses 
of its products. In those phases which are 
of national common interest in this industry 
the Timber Engineering Company likely may 
be the most competent agency now available 
to undertake the kind of explorations which 
I have indicated. But the future of our in- 
dustries may be found just as much in the 
crystal of the test tube as in the sharpness 
of the saw. 


Opportunity Unmatched 


In forest conservation, in public relations, 
in research and in markets and uses for 
timber products this industry has now an 
opportunity, unmatched in a quarter century, 
to fortify itself against a difficult present 
and against an even more difficult future. 
I hope and believe that this industry has the 
will to use this opportunity and where there 
is a will, there is a way. 

I shall be grateful if you will give a fair 
consideration to these suggestions and these 
points of view. The combined activities of 
the regional and national organizations today 
in these great industries are of substantial 
magnitude. They need the guidance of your 
wisdom and experience as they have not 
needed it in a quarter century. Your regional 
associations, if I may be permitted so to 
say, have done a great job in meeting the 
challenge of these trying times. Their prob- 
lems in many ways are more complicated 
even than our national problems. Their 
managements have shown fine skill and re- 
sourcefulness. I compliment them and am 
grateful for their prompt and willing co- 
operation with the National Office. 

In the national activities you have today 
as Division heads to my knowledge the most 
able group of willing, loyal and enthusiastic 
team workers you have ever had. Men 
like Uhl, Kimbell, French, Bahr, Colling- 
wood and Fisher are rare assets. You are 
under deep obligation to these men. The 
Southern Cypress industry, as you know, 
has temporarily loaned to the National 
Office the service of its experienced, tireless 
and versatile Secretary-Manager Ben Ellis. 
His task in priorities has been in large part 
to “make brick without straw.” He has 
made a little count for much, and many of 
you have been the beneficiaries. 

Marc L. Fleishel has been at the head 
of your National activities during perhaps 
the most critical period in recent years. He 
has given unsparingly of his time to the work 
of the National Lumber Manufacturers Asso- 
ciation and to the responsibilities of the 
Lumber and Timber Products Defense 
Committee. Marc Fleishel has won for him- 
self the respect, esteem and affection of 
members of this industry throughout the 
country. Lumbermen everywhere have been 
proud of his leadership in times like these. 
To him as my “Chief” and as my friend I, 
too, am deeply grateful, 
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Snow Downs Plane; Lumber- 


man Spends Night in Open 


Rainy Lake, Ont, Nov. 19.—J. A. 
Mathieu, head of J. A. Mathieu, Ltd., big 
white pine operator here, recently spent a 
night in the open after a blinding snow 
storm forced the landing of the plane in 
which he was traveling. It was the hydro- 
plane that the company had been using to 
transport loggers into the woods. 

Mr. Mathieu and his pilot took off from 
the company’s mill dock about noon Monday 
to visit two or three of the logging camps 
and confer with logging superintendents in 
charge of the operations. Enroute home the 
plane ran into a blinding snow storm with 
visibility reduced to 100 to 200 feet. 

The pilot headed the plane toward shore, 
skimming along about 150 feet above the 
water and then, over land, and just a little 
above the treetops. Finally a narrow neck 
of water, where the plane would be protected 
from the wind and the waves was sighted, 
and a safe landing made. 

As night came on, Mr. Mathieu and the 


43 


pilot built a big bonfire. Fortunately the 
weather did not become extremely severe. 
By morning the storm had cleared and the 
homeward trip was resumed, pilot and pas- 
senger none the worse for the night’s out- 
ing. 

Mr. Mathieu is modest about his adven- 
ture, but he did admit that it brought back 
to him the risks he used to take many years 
ago during the rough-tough days of logging 
operations, 





Company Publication Has 
Story About Boardwalks 


An interesting story about boardwalks on 
the Atlantic coast is contained in the No- 
vember issue of The Treating Record, a 
publication of American Lumber & Treating 
Co., 1646 McCormick Bldg., Chicago, Ill. 
The article, entitled “Built for Fun—Treated 
for Long Life,” is illustrated with a number 
of photographs. The most popular specifi- 
cation for boardwalk lumber, says the ar- 
ticle, calls for edge-grain, B&Btr Douglas 
fir 2x4’s with rounded corners. 
















4/4 Com. and Sel. 
50,000’ each 4/4 FAS., 
Com, and Sel. 


We offer the followng red Oak 2 yrs. dry. 
100,000’ each 4/4 No. 3 Com., 4/4 No. 2 Com., and 


8/4 No. 2 Com., and 8/4 


Also 5 cars 4/4 Sound Wormy and Btr. Appala- 
chian White Oak, year dry. 


Cotton HANLO 


ODESSA , NY. 






















NOW IN OUR 57 
)F LUMBER MANUFAC 


We are about ready to start this 


year’s cut of choice Red Birch. 





W.T. SMITH LUMBER fe) Inc. 


LLOW PINE AND HARDWOODS 


CHAPMAN, ALABAMA 
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Here’s What's New 


Add Tough Cover to Insulation 
Blanket 


To permit rough handling and greater 
insulation speed for “Kimsul,” a blanket type 
insulation manufactured by Kimberly-Clark 
Corp., Neenah, Wis., a tough, flexible, 
asphalted fiber cover has been added to one 
surface of that product. The new cover 
allows the insulation blanket to be stapled 
to studs, rafters and joints without wood 





cleats. 


or fibre 
the elements and may be used in unfinished 


It is self protected from 


attic floors and sloping roofs. For shipment 
and storage “Kimsul” is packaged at high 
density in compressed rolls, and then ex- 
panded for installation to five and one-half 
times its compressed surface area. It is 
available in widths of 16, 20 and 24 inches 
and thicknesses of about one-half inch, one 
inch and two inches. Complete information 
is available by writing Building Insulation 


Division ,AL-11 of the company. 





Metal Lath Manufacturers 
Reduce Variety 


A further reduction in the sizes and varie- 
ties of metal lath, effective immediately, has 
wen agreed upon by metal lath manufac- 
‘rs according to A. J. Tuscany, commis- 


sioner of the Metal Lath Manufacturers 


Association. The final report, designated as 
“Simplified Practice Recommendation R3- 
41" will be available from the National 


sureau of Standards, Washington, D. C. 

The commissioner’s office stated that there 
was no record of any shortage of metal lath 
to meet defense building needs. 





New, Non-Priority, Asphalt 
Mastic Board 


A new asphalt mastic board, designed to 
applications in the building and 
other industries threatened with a shortage 
of some fibre and sheet metal, has 
been announced by Keystone Asphalt Prod- 
ucts Co., 43 E. Ohio St., Chicago, Ill. The 
product’s manufacture is unaffected by pri- 
orties. Unlike asphaltic building boards, the 
new development is not a fluxed oil sheet, 


many 


“See 
poards 


but is composed of a high melting point 
asphalt in combination with fine mineral ag- 
sealed between dry non-bleeding 
liners to provide a waterproof, rigid non- 
warping board. Both acid- and alkali-re- 
sistant, it may be formed into various shapes, 
or corrugated. The board is available in 
thicknesses from 80 to 120 calipers, widths 
up to 50 feet, and in any length desired. It 
is black in color, and will readily take a 
surfacing finish. Besides being used as a 
roofing and siding material, the board may 
be used also for duct work in warm-air 
heating, air conditioning and industrial air 
blower systems. The company is also offer- 
ing a reinforced sheet made with a center 
core of expanded metal laminated between 
sheets of asphalt mastic board. This product 
combines the properties of the regular mastic 
board, adding the tensile strength of the 
metal core. 


Inlaid Wood Pictures for Christ- 
mas Trade 

Available free from Aetna Plywood & 
Veneer, 1731 Elston Ave., Chicago, IIl., is 
a folder in which a variety of inlaid wood 
pictures, or wood marquetry, and inlaid 
wood card table tops which that company 
supplies to dealers are illustrated and de- 
scribed. Richly grained and figured woods 
are used to define the subjects. Fine crafts- 
manship make them works of art. Both the 
pictures and table tops are suggested as 
items which will draw Christmas gift trade 
to a lumber yard. The Aetna Company also 
supplies Douglas fir plywood table tennis 
tops and bases. 


gregate, 








Saw Company Issues 
Helpful Books 


Helpful information for operators of large 
circular and band saws is contained in the 
fourth revised edition of Saws in the Filing 
Room recently published by E. C. Atkins & 
Co., 460 So. Illinois St., Indianapolis, Ind. 
A second recent Atkins publication is a 
pretentious booklet entitled Atkins Tools for 
the Filing Room which gives complete infor- 
mation about swages, swage shapers, etc. 
manufactured by that firm. The first book 
is extremely comprehensive and leaves no 
details of saw care and operation to the 
imagination. A copy of each of these books 
is available upon request to the Atkins com- 
pany. 





New Wall Paneling Catalog 
Available 


A new general catalog covering the en- 
tire line of “Marlite” pre-finished wall pan- 
eling, mouldings, and other Marsh products 
is now available from Marsh Wall Products, 
Inc., 141 Main St., Dover, Ohio. A variety 
of applications are pictured. Finishes, sizes, 
patterns, general specifications, installation 
instructions, and complete buying and speci- 
fying information on mouldings, together 
with recommendations for the use of each 
of the various types of finishes and. patterns 
is presented in accessible form. Color chips 
show the range of standard colors in which 
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“Marlite Deluxe” (high polish finish) and 
“Marlite Velvetex” (smooth finish) are 
available. Wood veneer and marble finishes 
are also shown in color. In addition to the 
wood and metal mouldings, the new line of 
Marsh extruded plastic mouldings is shown 
in color, types and sizes available. 





Announces Lime to Meet New 


Federal Specifications 

A new type of hydrated lime developed 
to meet federal specifications has _ been 
announced by The United States Gypsum 
Co., Chicago, Ill. These specifications are 
the results of experimentation which indi- 
cated that unhydrated magnesia in finishing 
lime was causing the epidemic of falling 
plaster in postoffices reported from all sec- 
tions of the country. The new product, 
“USG Hydrated linishing Lime,” overcomes 
this difficulty and eliminates the necessity of 
soaking. It is simply dumped into the water 
in the mixing box, given 15 to 20 minutes 
to absorb water and then mixed. It can 
be used immediately. There is no change 
in gauging procedure or quantities required. 





New Books 

The everyday realities of lumbering as it 
has been, and as it is, in terms of actual 
events, places and personalities are presented 
in a new storybook history of the American 
lumber industry by Stewart H. Holbrook, 
entitled Tall Timber. The book is suited 
to use in vocational education courses and 
should be interesting and entertaining to 


lumbermen and the general public. It is 
something of a sequel to “Holy Old Mack- 
a widely circulated history by the 


” 


inaw, 
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Illustration from "Tall Timber," storybook his- 
tory of the lumber industry by Stewart H. 
‘ Holbrook 


same author published several years ago. 
The illustrations, one of which is reproduced 
here, are excellent. Tall Timber emphasizes 
the methods of forest conservation that have 
come into general practice and the view of 
timber as a crop to be harvested at ma- 
turity. The publisher is Macmillan Co., 
New York, N. Y. Price $1.50. 
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OH, WEEP NO WEEPS 


From Issue of March 31, 


Oh, weep no weeps when I am dead; 
The tears you'd shed please leave unshed. 
If weep you will, shed tears you must, 
Go shed them where they’ll lay the dust. 


Don’t tell the world I was a saint; 
Oh, don’t paint me—I never paint. 
[n life I did some work in red; 
Don’t try to whitewash me instead. 


Don’t try constructing at that time 

Sad, soulful verse that does not rime. 
Don’t tell my worth in manner solemn 
Next to pure reading, top of column. 


Don’t buy carnations out of reach 

Or roses at two bits per each. 

Don’t deck the house with smilax green— 
Let that at wedding feasts be seen. 


Don’t see the minister selects 

A text where I won't fit the text 
And leave him floundering in the sea 
In trying to make it fit me. 


Don’t follow on my last, long trip 
And thus perchance contract la grippe. 
Don’t sigh for me and look so blue— 
I may be better off than you. 


Now, having saved you all this toil 
When I shall shuffle off this coil, 

I have a few requests to make 

Ere that last shuffle I shall shake. 


Those things that you would give me dead 
Please bring around right now instead. 
Give me the things you’d give me then— 
I'll like them twice as-much again. 


1906 


When I’m afflicted by life’s ills, 

By groaning grippe and laundry bills, 
When love is cold and weather thick 

And money scarce and heart grown sick, 


Come weep your weep, come shed your tear, 
And I'll appreciate them here; 

For, if in hard luck I should be, 

I'd like your honest sympathy. 


The things you’d say about me dead 
Please write out on your letterhead; 
All your post mortem commendation 
Will bring to me no situation. 


Don’t crowd your advertising space 
To give my eulogy a place; 

A proper sendoff now give me 
While I can read it and agree. 


The flowers I’d rather leave in bloom; 
Why must they share the mortal’s gloom? 
I'd rather have the rose crowned stalk 

To beautify any morning walk. 


The things you’d say above my bier 
To try to make death seem less drear 
My living soul would best sustain, 
Make less its sorrow and its pain. 


The carriage you’d use at my end 
Tomorrow morning to me send; 

‘T would shorten much the weary way 
My feet must travel every day. 


To sum it up: Don’t wait till night 

Hast lifted ere you burn a light; 

Don’t wait for death to crown my brow— 
Weep with me, love me, here and now. 
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THE PRICE WAR IN 
THE WEST—The Tacoma 
(Wash.) lumber price war 
goes on merrily, with no and, 
apparent signs of a ces- 


sation. Rough common 
lumber is being sold as | there will 
low as $7.50, with one 


dealer offering a large lot 
to the city to be used for 
planking streets for $7. 
How much lower lumber 
will be sold for the future 
will only tell. As it is 
now, the dealers and mill 
men are getting rid of 
their piled up stocks and 
confining their mill work 
to orders for special sizes 
on which there is no cut 
in prices. When the piles 
dwindle down, and sawing 
will have to be depended 
on to fill orders, there is 
only one thing inevitable 


tant 


at St. 


such 


existed 





to the small-mill men, and 
that is to close down. Then 
will come the real crisis, 
it comes as 
come it will if the war is 
carried on for a long time, 
be very few 
mills doing business in the 
neighborhood of Tacoma. 


when 


= 


One of the most impor- | ing. 
matters coming be- 
fore the meeting Aug. 12 
of the Southern 
Manufacturers’ Association | for 
Louis, Mo., was the 
adoption of the standard 
gauge for matched lumber. | try 
The necessity for 
a gauge has long 
been recognized by all, but 
a difference of opinion has 
regarding 
gauge should be adopted. 


At the Memphis meeting, 
action was taken upon this 
matter, but as there was 
no date fixed for putting 
the gauge into use and 
considerable objection has 
been urged against the 
Memphis gauge, the board 
of directors decided that 
the question should again 
be brought up at this meet- 
Prof. J. B. Johnson, 
director of the Test Labo- 
ratory of Washington Uni- 
versity, has been engaged 
some time in testing 
all varieties of structural 
timber grown in this coun- 


* 


Lumber 


y, the work being under 
the direction of B. E. Fer- 
now, chief of the Forestry 
Division. The results of 
the tests so far made are 
given -in full in Professor 
Johnson’s report. 


having 


what 
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From the Sacramento Mountains 


Lumber cut from timber 
that grows at an 
altitude of 10,000 feet 











Lumber buyers far and near 
have good words for Douglas 
Fir, White Fir and Ponderosa 
Pine. You'll know why once 
you know this lumber. We 
manufacture Dimension, Tim- 
bers, Ties, Lath, Yard and Shed 
Stock, Bevel Siding, Mouldings, 
Box Shook, Crating. Modern 
band saw mill, planing mill, 
box factory. More than 43 
years’ experience serving lum- 
ber buyers. 
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MONTGOMERY, ALABAMA 


MANUFACTURERS 


SOUTHERN PINE 
LUMBER ) 


Specializing in Shed Stock and Boards, One- 
half by Six Poplar Bevel Siding, Mouldings 
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Vest Pocket Ready Reckoner *.Ss.tea1 


including a lumber calculator for standard sizes, log rules, 
estimated wei —\ 5 ~h~~)_eceeneeeaienamataannel 


AMERICAN LOMBERMAN, Pebsher, 431 Se. Dearborn St., Chicage 
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NEWS FROM THE SOUTH 


Begin Training in Timber Design; 
Texts Soon Ready 


New Orveans, La., Nov. 24. 
the increasing use of wood in Defense con- 
struction projects and the need for a better 
understanding of its design and application, 
a special course, titled: “Modern Timber De- 
has been included among the Engi- 
neering, Defense and Management Training 
courses inaugurated by Tulane University of 
New Orleans, effective Nov. 17. This an- 
nouncement was made recently by H. C. 
Berckes, secretary-manager of Southern Pine 
Association. 

The Modern Timber Design course will 
he conducted twice weekly, on Monday and 


Because of 


sign,” 


Friday evenings, between 7:00 and 10:00 
p. m., under the direction of H. J. Hanson, 
formerly SPA field engineer and now a 


member of the faculty of Tulane University. 
The material used by Mr. Hanson is now 
in the process of being printed and copies will 
be available within the near future. This 
will include fundamentals on the 
physical and mechanical properties of wood, 
and a multitude of design problems on wood 
columns, trusses and arches. Lum- 
bermen who are interested in having similar 
courses instituted in universities in their own 
States are urged to write for a copy of the 
‘ourse, addressing Mr. Hanson in care of the 


course 


beams, 





ithern Pine Association. 





Varied Subjects Discussed at 
Memphis Club Meeting 
MEMPHIS, Nov. 24- 
the Lumbermen’s Club of Memphis at their 
regular meeting here Thursday adopted reso- 


TENN., Members of 


lutions calling on Congress and the Presi- 
dent to draft effective legislation to end 
strikes in Defense and allied industries. The 


lumbermen were told that plywood was now 


being used in the manufacture of fighting 
rplanes, thus providing another outlet for 
hardwoods. Two committees were named 


President R. H. Bodine to nominate 
candidates for the annual election which is 
to be held at the Gayoso Hotel on Dec. 13. 

The club heard a report to the effect that 
PM would probably call a meeting of 
hardwood manufacturers at some _ central 
int in the South, probably Memphis, some 

aiter Dec. 1 to decide on a ceiling for 
f all varieties and grades. 


umber ¢ 








Plan Memorial Gardens for 
William Mason 


: 
Development 


of the William Mason Gar- 


dens at Laurel, Miss., a project on which 
$160,000 ultimately may be expended, will 
perpetuate the memory of the inventor of 


the explosion process of making hard pressed 
1 fibre board 


Plans for the memorial have been devel- 


oped jointly by the city of Laurel, its citizens, 
t Masonite Corp., and its employees. A 
6 e tract of land, acquired by the city 


1926, has been set aside for the purpose, 
$35,000 already has been 
ed for its landscaping and maintenance. 


On the basis of about $40,000 as the spon- 


. 1 
ximately 





sor’s share, Government aid will be sought 
on a $160,000 park project. 

Laurel is the home of the Masonite plant 
in which hardboard and structural insula- 
tion products are manufactured under the 
process patented by Mr. Mason in 1928. The 
plant started operations in 1926 and at pres- 
ent it employs about 2,200 persons. 

The memorial idea originated with the 
Masonite management a few weeks after the 
death in 1940 of Mr. Mason, who was vice 
president of the company. The employees 
gave $6,362.58, the corporation appropriated 
$5,000, and Mr. Mason’s widow added $3,000, 
raising the total amount to $14,362.58. 

Learning of the existence of this fund, a 
group of Laurel citizens advanced the memo- 
rial gardens suggestion, and proffered the 
site. The community’s proposal was ac- 
cepted on the condition that residents of 
Laurel and Jones County would match the 
money raised by the company. The com- 
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munity campaign executive committee, re- 
ceived voluntary contributions totaling slightly 
more than $22,000 in less than three weeks. 

The tract to be beautified is gently rolling 
and well-timbered, and a stream runs through 
it. About 10 acres will be developed imme- 
diately after the plan is completed, with the 
landscaping of other parts to follow as 
rapidly as possible. 





South Has Big Reserves 


New Orveans, La., Nov. 24.—Curtailed 
cutting of timber during the depression re- 
sulted in large reserves for the nation to 
draw upon during the present emergency, 
A. G. Jacobson, of Gillham, Ark., reported 
at the annual conference of the Charles 
Lathrop Pack Tl oundation, for which he 
made a survey of southern timber mills. 
Presiding at the foundation’s conference was 
Randolph Pack, president. James O’Hearn 
is treasurer and Tom _ Gill, Washington, 
D. C., secretary. 


Southern Producer Promotes Ethical Standards 





Morton, Miss., Noy. 24.—Output of the 
mill of Adams-Edgar Lumber Co., here, is 
about half hardwood and half pine. F. L. 
Adams, president of the company, is also 
treasurer of the Southern Pine Association. 
This is a strong association company; is a 
member of practically every organization it 
is entitled to join. It is not a “joiner” just 
for the sake of joining. Its multiple mem- 
berships grow out of the company’s high 
ethical standards, and out of Mr. Adams’ 














belief that proper and orderly marketing can 
best be standardized through the co-oper- 
ative efforts of the industry itself. A. B. 
Farris is sales manager. 


Above—Unit of the Adams-Edgar 

Lumber Co. plant at Morton, Miss. 

Below—Loads for the Adams-Edgar 
dry kiln 
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THE BUSINESS RECORD 








New Mills and Equipment 


ARKANSAS. El Dorado—J. H. Hamlen & Son, 
Inc., of Little Rock, have started construction 
of a stave mill here; all types of staves will be 
made, 

OREGON, Bandon—Moore Mill & Lumber 
Co. is installing a new planer. 

Winchester—Lane-Linn Logging Co. is con- 
structing here a remanufacturing plant and a 
sawmill of 50,000 feet daily capacity. 

WEST VIRGINIA. Alexander—Natwick Lum- 
ber Co. is establishing a lumber operation here. 


NEW YORK. Medina—O’Donnell Bros. Lum- 
ber Co. had sawmill and contents destroyed by 
fire; the roof and contents of an adjacent lum- 
ber storage building were damaged. Loss is es- 
timated at $20,000. 


TENNESSEE.—Etowah—Etowah Lumber Co., 
owned by the Cantrell brothers, had warehouse 
destroyed by fire, with loss estimated at $40,000. 
The office building and about 70.000 feet of 
lumber were saved. 


VIRGINIA. Norton—Norton Lumber Co. suf- 
fered damage by fire to its stored lumber and 
its planing mill; loss is estimated at $15,000. 
Sheds containing paint and building materials 
were saved, 
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Michigan Company Adds 
to Holdings 


WeELts, Micu., Nov. 21.—Announcement 
was made yesterday by George N. Harder, 
general manager of I. Stephenson Co., of 
the purchase by his company of a consider- 
able block of timber from the Stearns Coal 
& Lumber Co., of Stearns, Ky. The timber 
is located in Schoolcraft county, near Wells. 

Cutting of the timber will be started next 
spring and logs will be shipped to Wells by 
railroad. The newly purchased block of 
timber, together with other timber already 
available for the company, will insure the 
continuous operation of the big sawmill 
plant at Wells. 


Business Changes 


CALIFORNIA. Rialto—Automatic Self Lev- 
eling Ladder Co. succeeded by Superior Ladder 
Co. 

ILLINOIS. Chase (P. O. at Cortland)—Hol- 
comb-Dutton Lumber Co, here succeeded by 
Chase Grain Co. 

IOWA. Eddyville—Wig Harding Lumber Co. 
here succeeded by F. B. Denburger & Sons. 

KANSAS. Belle Plaine, Caldwell and Wel- 
lington—Rock Island Lumber Co. at the fore- 
going places succeeded by Rounds & Porter 
Lumber Co. 

LOUISIANA. Alexandria—Ferd Brenner Lum- 
ber Co. properties in South Alexandria sold to 
Kellogg Bros. Lumber Co. 

NEW YORK. Buffalo—Buffalo Wood Prod- 
ucts succeeded by John D. Wood Products, Inc. 

OKLAHOMA. Braman and Tonkawa—Rock 
Island Lumber Co. at these places succeeded 
by Rounds & Porter Lumber Co. 

OREGON. Central Point—Moore-Taber Lum- 
ber Co. here changed name to Mt. Pitt Lumber 
Co., Ine. 

Sandy 
Tupper. 

Springfield—Elliott Mill Co. 
W. Gerrier Lumber Co. 

SOUTH CAROLINA. Easley—Easley Lumber 
Co. sold to J. A. Roper and T. B. Nalley; the 
Day Hardware Co. was not involved in the 
sale and will continue as it is at present. 

WASHINGTON. Tacoma—Clear Fir Lumber 
Co., door manufacturing concern, succeeded by 
Clear Fir Products Co. 

CANADA. BRITISH COLUMBIA. North 
Vancouver—Pacific Coast Handle Co., Ltd., 801 
Lower Level Road, sawmill and equipment pur- 
chased by Alfred M. Hubbard. 

Smithers—Hickenbotham Mill sawmill plant 
purchased by Fowler & Collson, who plan to 
cut spruce and hemlock. 





“When the frost is on the pumpkin 
And the corn is in the shock” 





Timber too is a crop. On Kirby 
lands the harvest is a supervised har- 
vest. 





Frank Schmitz succeeded by Roy B. 
succeeded by C. 


The axe and the saw are 
wielded, not with the wanton haste 
and waste that in years gone by rav- 
ished some of this Country's timber 
lands, but with selective cutting and 


precise care. 





Incorporations The future is important. While 


_ IDAHO. Weippe—Musselshell Lumber Co.; ° e 
$30,000. the Kirby woodsman furnishes logs 
NORTH CAROLINA. Norwood — Norwood 


Veneer Co.; to manufacture, buy, sell, export. 
and otherwise deal in lumber and building ma- 
terials of all kinds. 

TENNESSEE. Memphis — Pillevy-Nicodemus 
Lumber Co., 787 South Willett; will specialize 
in Arkansas soft pine, packaged trim, Pitts- 
burgh paint, and general building materials. 


of such character as to produce 
Kirby quality lumber now, at the 


same time, he performs his work with 
New Ventures 


CALIFORNTA. Long Beach—Orange Hill 
Builders’ Supply Co., 1150 East Hill Street. es- 
tablished by B. E. and Don Ziegler. 

ILLINOIS. East St. Louis—R. Sutherland 
Co. is establishing a wholesale and retail lum- 
ber business on St. Clair Avenue. 

OREGON. Central Point—Farmers Lumber 
Co., which will feature lumber and building 
materials, has opened at the south city limits 
on Highway 99. 

TEXAS. Plainview—Plainview Builders Sup- 
ply Co. will open soon; C. H. Hancock is pro- 
prietor. 


an eye to the future. 


It is good business for you to form 
a habit of buying Kirby lumber now, 
so that in the years to follow your 





source of supply will be assured. 


Casualties 


ILLINOIS. Lostant—Allen Lumber Co. yard 
here suffered loss of storage shed and contents, 
estimated at $25,000, covered by insurance. 
Office building and coal sheds were saved. 


LOUISIANA. Ponchatoula Martin Veneer 
Co. dry kiln, crate factory and warehouse 
destroyed by fire, with loss estimated between 
$75,000 and $100,000. Will be rebuilt. 


MISSISSIPPI. Brookhaven—J. M. Roberts 
Lumber Co. sawmill and planing mill damaged 
by fire; loss estimated at $30,000. Dry kiln and 
storage sheds were saved. The mill has a pri- 
ority rating and is being rebuilt. 

MISSOURT. St. Louis — Artcraft Venetian 
Blind Manufacturing Co., 3960 Olive Street, 
destroyed by fire, with loss estimated at $70,000. 


LUMBER 


KI RBY CORPORATION 


Southern Hardwoods 
“A Wood for Every Purpose” 


KIRBY BLDG. HOUSTON, TEXAS 





Southern Pine 
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Huge Timber Deal Involves 
5!/> Billion Feet 


Vancouver, B. C., Nov. 22.—One of the 
biggest lumber deals in the history of Brit- 


ish Columbia is now being completed. The 


deal involves purchase of five and a_ half 
billion feet of timber on Vancouver Island, 
as well as timber stands, sawmill and log- 


ging equipment of Wood & English (Ltd.), 
Canadian Forest Products 
(Ltd.) and Timber Investments, Seattle. It 
involves to exceed 14 muil- 
\lready three or four billion 
timber has been acquired 


at Englewood, 


is understood it 
' 7 

Mon dollars, 
feet of 
in the Nimpkish River country, and an addi- 


standing 


tional three or four billion feet will be taken 
over as soon as financial arrangements are 
nade. Purchasers are the Puget Sound Pa- 
per Co. and Vancouver, B. C.. men are un- 
erstood to be associated with the project. 
Ot the 5 billion feet of timber involved, 
350 million feet is held by Wood & English, 
t hi by Canadian Forest Products, 


Investments, 
made up largely of hemlock and 
American 


and the remainder by Timber 


cedar. The interests, represented 
Ossian Anderson, have purchased from 
Harvester Co., Chicago, the 


inc Tat aenetlnanil 
the international 


rest Products Co., which owns large 

ldings in) Nimpkish Valley, Vancouver 
Island, and waterfront properties at Beaver 
Cov 

Mr. Anderson states that both Canadian 
con s wing the deal, will immedi- 
tel mmence reconstruction and improve- 
ents railroads and facilities, calling for 


siderable capital outlay. 


\ vear of re- 





nstruction and road building is projected, 

¢ e ac production can be set under 

\ TI st ( ruction job to be under- 

ken will bly be the laying of about 

twelve miles of track to Nimpkish Lake. 

t t ine will be 50 miles long, 

aps 100 es of subsidiary track 

to the shifting location of logging operations. 

New officers of the two Canadian com- 

iés are Fred Stevenot, vice president 

S Se S Bank of America: Ossian 

lerson, president Puget Sound Pulp & 

I Walter DeLong, manager Puget 

Sound Pulp & Timber: Fred Brown, presi- 

lent B. & K. Logging Co.: Lawson Turcotte 

Frank Arnt. Mr. Brown, Mr. Kirkland 

Mr. Fraser. of Vancouver, will manage 
rations 


American fiumbherman 
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RELATION OF UNFILLED ORDERS TO STOCKS 


Wasuincton, D. C., Nov. 24.—Following is statement of seven groups of identical mills 
of unfilled orders and gross stock footage on Nov. 15: 


No, of 


Mills Re- Unfilled Orders Gross Stocks 

porting 1941 1940 1941 1940 
Total Softwoods*® ......... 383 930,593,000 1,092,977,000 2,862,936,000  3,229,061,000 
Total Hardwoods*® ........ SS 73,065,000 67,965,000 275,415,000 328,510,000 
Total Lwmber: ..< 6s ce vc vex 461 1,003,656,000 = 1,160,942,000  3,138,351,000  3,557,571,000 
Ou PIGOTIME .....iacveciceace 75 18,043,000 62,821,000 44,858,000 52,654,000 


*Of Northern mills, 
on stocks. T 


softwood and hardwood subtotals. 


10 reported on softwood, | 
he total number of mills (471) includes 10 northern plants that are in both 


12 on hardwood unfilled orders; 13 mills 





Southern Pine Statistics 


[Special telegram to American LuMBERMAN]) 
New Orveans, La., Nov. 26.—Following 
is a summary of reports from southern pine 
mills for two weeks ended Nov. 22: 
Average weekly number of mills, 123; 
Units+, 99 
Two-Weeks 
production*® 59,091,000 


Three-year average 





ActUal PFrOGUectiOn 26 vc ccc eevecs 62,216,000 

Ee ee ee eee 60,368,000 

SIFTS POCOCVGE ais.6 855 obese Oo ee 62,306,000 
Number of mills, 123; Unitst, 9S 

On Nov. 22, 1941 

RHUPCEG OFGGIS 2b iiiicwsnece cies 114,353,000 

i ee ee 184,001,000 


*Nov. 1. 1937, to Oct. 26, 1940. 
TUnit is 299,000 feet of “3-year average” 
production. 





e 

Western Pine Summary 
PorTLAND, OreE., Nov. 22.—The Western 
Pine Association reports as follows on 
operation of identical Inland Empire and 
California mills during the two weeks ended 

Nov. 15: 

Report of an Average of 91 Mills: 
Nov. 15, 1941 Nov. 16, 1940 
5,016,000 39,168,000 
Shipments we 7,469,000 171,091,000 
Orders received 8,095,000 148,424,000 

Report of 95 Identical Mills: 

Nov. 15, 1941 Nov. 16, 1940 
orders 286,067,000 337,470,000 
.1,256,164,000 1,431,968,000 
Report of 95 Identical Mills: 
-~Total for Year to Date 

1941 1940 
Production 3,554,400,000 } 
Shipments ....3,842,161,000 
Orders 3,835,166,000 


Production 14 
14 
12 


Unfilled 


(Gross stocks . 


3,144,000 
34,692,000 
459,856,000 








Hymeneal 
BAER-KERNS—Miss Frances Williams 
Kerns, daughter of Mrs. John F. Kerns 
and the late Mr. Kerns, and Mr. Richard 
Price Baer II, son of Mr. and Mrs. Michael 
S. Baer, of Catonsville, Md., were married, 


Nov. 27, at the Catonsville Presbyterian 
Church. Miss Kerns attended the Bryn 
Mawr School and Chateau Brilliantmont, 
Lausane, Switzerland. Mr. Baer attended 


Mercersburg Academy and Lehigh Univer- 
sity. Mr. Baer is connected with Richard 
P. Baer & Company, Baltimore, Maryland, 
and is in charge of their Creswell, N. C. 
mill. 


OCTOBER SALES OF INDEPEN- 
DENT RETAIL DEALERS 


WasHINGTON, D. C., Nov. 24.—Following 
is a compilation of percentage changes in 
October, 1941, dollar sales of independent 
retail lumber and building materials dealers, 
from October of 1940, and from September 
of 1941, covering 30 States and 6 principal 
cities, these data having been prepared by 
the Bureau of the Census: 

Percent Change 


No.of Oct. 1940 Sept. 1941 





States by firms to Oct. to Oct. 
Regions Rptng 1941 1941 
(4h. 2” Fe 1,227 +18 +3 
New England 87 +17 +7 
po errr 7 + 20 +19 
Wt. & WA... Bees 13 +14 +14 
Massachusetts. . 34 +22 +S 
Rhode Island.. 10 +1 +2 
Connecticut ; 18 +16 +1 
Mid. Atlantic. 85 +24 +10 
Pennsylvania. . S5 + 24 +10 
5. No. Cent.. 282 +18 +3 
I og so ecaviere sors 60 + 36 + 6 
Indiana ....... 97 +15 + 5 
Hiinois ....<«.. 85 +4 *__ 
W. No. Cent. 128 +4 *_ 
Se ee 25 —4d +1 
PEISOOUTE << 5s 30 +12 —2 
Nebraska 35 +16 —l 
MAMBRS 26 éccs 38 a) —1 
So. Atlantic. 50 —) +8 
So. Carolina... 15 +24 +15 
Sg 18 +3 —5 
WIOTIGR 2.06 ces 17 -15 +13 
E. So. Cent 13 +42 —5 
Alabama ..... 13 +42 5 
W. So. Cent. 155 +12 —] 
Arkansas «..... 8 +40 —-5 
Oklahoma 26 +7 —7 
2 121 +10 +1 
Mountain 157 +10 *__ 
Montana «2.6.0. 16 —29 +6 
RO oe sieeve ais 15 +33 —7 
Wyoming ..... 13 9 13 
Colorado ....<. 49 +7 —" 
New Mexico... 17 Lh 8 
APIGORA <6020% 15 +79 +24 
1 ae 25 +17 ” 
PAGING 2.0 c%% 270 1.32 +2 
Washington 57 +27 —) 
OFOBON .. 660% 27 +11 fy 
California .... 186 + 35 +5 
Principal Cities— 
Chicago ...... 7 +9 13 
Los Angeles... 15 + 26 —8& 
Portiand .....+ 8 +25 —6 
mt. EGU. 0.00% 9 +6 +4 
San Francisco. 14 +37 +8 
i ae 21 -+ 46 —10 


*Less than 0.5 percent. 





PILOT ROCK LUMBER CO. 


PILOT ROCK, OREGON 


= are eee 








New 
Modern 
Mills at 

Pilot Rock 


yo 
See 








100% Kiln-Dried . . Soft-Textured PONDEROSA PINE 


From the John Day District 


of Eastern Oregon 


MON. Latest type of progressive kilns. 
trial car will convince. 


Spokane, Washington. 





Specializing in SELECTS and No. 2 COM.- 


Sales Office, 305 Radio Central Building,. 
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NATIONAL PRODUCTION, SHIPMENTS,ORDERS 


Wasuinoton, D. C., Nov. 24.—Following is the National Lumber Manufacturers’ Asso- 
ciation’s report for the two weeks ended Nov. 15, and for forty-six weeks ended that date, 
covering mills whose statistics for both 1941 and 1940 are available, and percentage com- 
parisons with statistics of identical mills for the corresponding period of 1940: 





Av. No. Per- Per- Per- 

Mills Production cent Shipments” cent Orders cent 
TWO WEEKS: Rptg. 1941 of 1940 1941 of 1940 1941 of 1940 
Total Softwoods.... 388 456,941,000 107 445,246,000 93 413,400,000 85 
Total Hardwoods... 93 20,812,000 93 21,915,000 93 23,103,000 108 
Total Lumber...... 466 477,753,000 106 467,161,000 93 436,503,000 86 
Total Flooring..... 80 24,112,000 95 22,065,000 93 16, 713,000 94 
FORTY-SIX WEEKS: 
Total Softwoods.. 387 11,033,701,000 112 11,555,335,000 111 11,448,935,000 107 
Total Hardwoods... 95 507, 781, 000 112 569, 157. 000 119 539,777,000 114 
Total Lumber...... 465 11,541,482 000 112 12,124,492,000 112 at. 988, (712, 000 107 
Total Flooring..... 79 549,795,000 117 554,459,000 117 555,205,000 109 





NATIONAL STATISTICS FOR OCTOBER BY REGIONS 


Wasuinoton, D. C., Nov. 24.—Following is the National Lumber Manufacturers Associa- 
tion’s report for the five weeks ended Nov. 1 and for forty-four weeks ended that date, 
covering mills whose statistics for both 1941 and 1940 are available and percentage com- 
parisons with statistics of identical mills for the corresponding period of 1940: 











Av. No. Per- Per- Per- 

FIVE WEEKS: Mills Production cent Shipments”) cent Orders cent 
Softwoods: Rpteg. 1941 of 1940 1941 of 1940 1941 of 1940 
Southern Pine...... 126 163,078,000 90 184,631,000 81 163,283,000 7 
WOeSGt CHOSt...... ccc 126 624,033,000 145 606,523,000 109 538,652,000 92 
Western Pine...... 94 437,974,000 111 446,438,000 96 396,181,000 94 
California Redwood 14 50,704,000 115 50,040,000 98 38,093,000 65 
Southern Cypress... 9 7,602,000 G7 13,513,000 90 10,957,000 61 
Northern Pine...... 8 9,733,000 71 13,027,000 2 17,786,000 105 
Northern Hemlock, 16 7,756,000 1138 12,362,000 119 7,863,000 86 

Total Softwoods.. 395 1,300,987,000 110 1,330,095,000 99 1,199,091,000 89 
Hardwoods: 
Southern Hardw’ds. {777 47,240,000 98 49,383,000 104 43,863,000 105 
Northern Hardw’ds. 6 6,793,000 57 16,569,000 111 12,149,000 66 

Total Hardwoods. 93 54,033,000 90 65,952,000 106 56,01 pte 93 

Total Lumber.... 472 13 B35 ,920,000 109 1.396,047,000 99 1,255,103,000 90 
Oak Flooring....... 65 53,621,000 ee 52,288,000 oe 43,2 02,000 
Maple, Beech and 

3irch Flooring... 14 6,798,000 — 5,798,000 ar 5,624,000 
FORTY-FOUR WEEKS: 
Softwoods: 
Southern Pine...... 124 1,468,622,000 112 1,554,173,000 108 1,581,091,000 106 
West COM6E. 5.006% 126 5,144,726,000 113 5,261,992,000 111 5,195,844,000 106 
Western Pine...... 96 3,406,633,000 114 3,682,821,000 117 3,696,146,000 112 
California Redwood 14 407,582,000 119 441, 910, 000 122 416,088,000 112 
Southern Cypress.. 9 86,110,000 89 116,599,000 110 108,223,000 99 
Northern Pine..... 8 86,308,000 64 114,783,000 97 114,906,000 91 
Northern Hemlock.. 17 113,280,000 126 96,540,000 119 95,141,000 118 


Total Softwoods.. 397 10,724,365,000 112 11,291,093,000 113 11,229,456,000 108 
Hardwoods: 





Southern Hardw’ds. 178 360,998,000 116 397,813,000 117 371,782,000 112 
Northern Hardw’ds. 17 125,260,000 105 149,429,000 132 144,468,000 119 
Total Hardwoods 95 486,258,000 113 547,242,000 121 516,250,000 114 
Total Lumber.... 475 11,210,623,000 112 11,838,335,000 113 11,745,706,000 108 
Oak Flooring....... 65 469,421,000 tee 473,312,000 os 479,628,000 
Maple, Beech and 
Birch Flooring... 14 56,262,000 we 59,082,000 ae 58,864,000 





REGIONAL UNFILLED ORDERS AND STOCKS NOV. 


Wasuincton, D. C., Nov. 24.—Following is the monthly statement by regions of eight 
groups of identical mills and two groups of hardwood flooring plants of unfilled orders and 
gross stock footage on Nov. 1 

No. of Unfilled Orders Gross Stock 











s 
Softwoods— Mills 1941 1940 1941 1940 
Southern PIMC ...066ssvees 127 123,656,000 123,353,000 337,290,000 370,038,000 
Lo a ee ere 126 482,414,000 540,912,000 777,295,000 794,017,000 
Wentern Pine 2. .ccccsccoce 93 289,794,000 331,456,000 1,234, 095, 000 1,426,672,000 
‘California Redwood ...... 14 39,595,000 45,231,000 251,009,000 286,824,000 
Southern Cypress ......... 9 10,530,000 13,865,000 120,112,000 182,124,000 
Northern Pine... ....< 2+ es 8 8,526,000 10,891,000 81, 653,000 135,030,000 
Northern Hemlock......... 10 5,154,000 5,677,000 44,040,000 38,044,000 
Total Softwoods......... 390 960,369,000 1,071,710,000 2,850,919,000 3,238,807,000 
Hardwoods— 
Southern Hardwoods...... +77 44,955,000 46,975,000 195,105,000 238,187,000 
Northern Hardwoods...... 11 17,684,000 18,106,000 74,843,000 86,389,000 
Total Hardwoods........ 88 62,639,000 65,081,000 269,948,000 324,576,000 
Total LamPer .. «sos. s0s. 468  1,023,008,000 1,136,791,000 3,120,867,000 3,563,383,000 
Flooring — 
Oem PIOOTINE << .2ccsccess 75 52,946,000 68,570,000 43,064,000 53,307,000 
Maple PIGOrTing ....cicccss 13 7,810,000 8,266,000 10,386,000 12,217,000 


Units of production. 
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The lumber 
that Has 
what it TAKES 


WIER 


Re} tc 
LEAF 


Yellow Pine 


Aristocrat of Structural Woeds 

















Most building construction 
now is on a long-term finan- 
cial basis. The demand is for 
quality that means durability. 


Wier Long Leaf Yellow Pine 
lumber meets ALL quality 
specifications. 


You'll find it PAYS to handle 
this kind of lumber. Recom- 
mend and sell it for all struc- 
tural uses. 




































Wier Long Leaf Lumber Co. 


HOUSTON, TEXAS 


Mills: Wiergate, Texas 


ORIGINAL 





ellow Pine 


Grade-Marked Lumber 
offered by 


ye Weese 


For 44 years the A. DeWeese Lum- 
ber Company has been serving the 
lumber trade. We specialize in 
Mixed Cars of high-grade Dimen- 
sion, Boards, Shed Stock. Finish. 
Quick shipments of top-quality 
lumber. 


A. DEWEESE LUMBER CO. 


PHILADELPHIA, MISSISSIPPI 








Direct Importers of 


BALSA WOOD 


STOCKS IN PORT FOR 
PROMPT SHIPMENT 


F.C. LUTHI & CO., ,247 Reiter ee, 
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Eastern Trade News 


[F. J. Caulkins] 

Boston, Mass., Nov. 24.—Marketwise 
lumber producers and distributors show great 
concern as to the availability of eastern 
spruce lumber through 1942. Defense con- 
struction activities 15 months ago cleared 
the mill yards of northern New England 
and eastern Canada of all accumulations of 
dry lumber, and demand since then has ex- 
ceeded production. Operators fear that be- 
cause of labor shortage their winter input 
of logs will be under 50 percent of last sea- 
son’s. It is known also that a large per- 
centage of the 1941 cut of lumber is still on 
the mill yards of the eastern Provinces, as 
ships were not available to move it overseas. 
Ninety percent of the sale price has been 


paid. In addition many million feet of 
British Columbia fir is stored at Boston, 
New London and New York as a reserve 


for winter when the Canadian ports are ice 
bound. Government advices from Ottawa 
moves ahead the effective date for its price 
control regulations from Nov. 17 to Dec. 1. 
It has been officially announced that the 
basis for fixing “ceiling” prices for spruce 
in Canada will be an average of open mar- 
ket sales between Sept. 1 and Oct. 31. With 
his prices under a “ceiling,” the manufac- 
turer is further embarrassed by a recently 
applied 8 percent “sales tax.” This tax does 
not apply on sales to England or the United 
States. The movement of southern pine 
boards and West Coast fir dimension and 
boards into New England by rail is taxing 
railroad capacity. 


WEST COAST WOODS—tThe only inter- 
coastal cargo of fir and hemlock due to 
arrive at Boston in November comes in 
today or tomorrow. Unsold spot or transit 
lots coming either by water or rail are 
very limited, though the price range is 
quite wide and seldom flush with the “ceil- 
ing.”” The mills report a free movement 
of Defense schedules, but that the peak of 
requirements has been passed, while 
civilian orders have dropped off sharply. 
Sale of boards to dealers continues quite 
active at firm prices. No. 2 boards, deliv- 
ered by rail, have been sold as low as 
$40.50 and as high as $42, with the 3’s at 
$35@36. Prices of dimension and random 
sizes of small timbers to dealers are 
easier, with the 2x3- to 5-inch at $47.75 @49, 
delivered. For 4x4- and 6x6-inch random, 

pay $50.50@52.50, but there is 
more selling pressure and a ten- 
dency toward price concessions, a feature 
that has not been in evidence for many 
nonths. 





dealers 


clearly 


EASTERN SPRUCE—A report that Rus- 
sian spruce is being successfully convoyed 
to England in exchange for war material 
dispatched to its Ally, Russia, is regarded 
by local spruce operators as a plausible 
reason why the English war office has 
failed in sending ships to move overseas 
the accumulations of eastern spruce and 
western fir, ordered and paid for, and 
stored on mill yards and docks along the 
North Atlantic seaboard. One prominent 
distributor possibility that this 
lumber may be released to meet consumer 
requirements on both sides of the Cana- 
dian border. Local demand continues to 
exceed available supplies. Canadian “ceil- 
ing” prices will be announced this week 
effective Dec. 1. Delivered at Boston rate 


sees a 


points, the smaller scantling sizes, 2x3- to 
5-inches, are $430444 and move up to 
$50@52 for the 109- and 12-inch. Boards 


are sold well ahead of production with the 
Ix6-inch at $44@46; 1x8-inch, $47%48, and 
10- and 12-inch at $50@52. Operators are 


sending skeleton crews into the woods at 
wage scales 50 percent above last year’s 
average. 


LATH AND SHINGLES—tThe call for 
spruce lath is seasonally slow, and pro- 
duction at larger mills is held down to 
current requirements, as the slabs are 


made to yield all furring strips possible, 
and the rest goes to the pulp plants. Most 
sales of standard 1%-inch are at $5.50@- 
Eastern white cedar shingles are 
searce and very firm in price due to an 
excessive home demand for use on De- 
fense projects. There has been no attempt 
to advance prices, and the top grade of 
extras, if available, is at the uniform de- 
livered price of $4.50 per square, with the 
clears quoted at $4, and the clear walls at 
$2.90@3. Demand for West Coast red ce- 
dars is slack, and there is more selling 
pressure as stocks of most grades accu- 
mulate at mills. Prices show a wide range, 
though definitely 10 to 15 cents per square 
lower than in September. A standard 
brand of Washington 18-inch Perfections 
No. 1 delivered at New England points is 
fairly firm at $5.60. Most sales of the 
16-inch XXNXXNX No. 1 are close to $5.20; 
No. 2, $4.20, and No. 3, $3.30. Due to quota 
limitations, British Columbia mills are not 
seeking orders except for delivery in the 


5.75. 
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fir prices. Generally speaking, softwood 
dealers are very cautious about buying. 

SOUTHERN PINE—Prices remain firm, 
with a good demand for the heavy items. 
Such items as flooring seem quite difficult 
to obtain. Roofers are plentiful, with 
prices varying from day to day. 

WESTERN PINES—There continues to 
be quite a demand for all western pines. 
Ponderosa is difficult to obtain, especially 
in lower grades. As a result, there is not 
much change in prices. 

WEST COAST—The report that more 
boats were to be taken off the intercoastal 
run had very little effect on the dealers, 
who are not inclined to place any business 
on a falling market. Word reached here 
this week that the Government had just 
placed a large order as much as $7 below 
the ceiling prices. 

SPRUCE—Prices remain firm. There 
continues to be a good demand, with cer- 
tain items almost impossible to obtain. It 
looks as if there will continue to be a 
searcity until spring. 


HARDWOODS —Many manufacturers 
using metals are now finding it necessary 
to substitute hardwoods, with the result 
that all hardwood dealers are enjoying an 
excellent business. There was quite a call 
for hickory the past week for use in sky- 
light construction, where formerly metal 
was used. Prices are advancing with the 
Government considering establishing a 
ceiling in the near future. 














Council Wood Products, Orangeburg, S. C. specializes in kiln dried hardwood squares 

exclusively. Two recently installed Moore “cross-circulation" dry kilns season approxi- 

mately 400,000 feet of thick flitch sawn gum per month, which is ripped into 8/4 
squares in chain feed straight line ripsaws 





United States after the new quota period 
starts Jan. 1. 

PINE BOXBOARDS—Demand is steady, 
and offerings of round edge inch box are 
neither excessive or pressing. The poorer 
lots sell as low as $12.50 f.o.b. the ship- 
ping point, but the average lot sells close 
to $13.50@14, with the wider and straight 
stock going as high as $16@17. Square 
edge Nos. 3 and 4 common sells freely. 
The supply is adequate, with the 5-inch 
No. 3 rough delivered at Boston rate 
points at $38@39, and No. 4 at $34@35 
and up to $37@39 for 10-inch. Forty-eight 
sawmills continue in operation for the 
Government, cutting hurricane logs stored 
in ponds. Officials of Northeastern Timber 
Salvage Administration report that 75 per- 
cent of its salvaged lumber is finding its 
way into Defense operations. 


New York, N. Y. 


There has been a decided falling off in 
business, especially among the large yards 
which cater to speculative house and apart- 
ment builders. Many wholesalers report a 
very noticeable drop in orders. This may be 
partly the result of a break in West Coast 





Buffalo, N. Y. 


Demand from retailers has dropped off 
to some extent of late, partly because of 
the approach of the winter season, and 
partly because of the difficulty now being 
experienced in obtaining some of the 
equipment needed for new homes. Lumber 
prices in most cases are holding steady. 


HARDWOODS—Demand continues in 
good volume. Prices are strong in birch, 
maple and gum, and are firm in other 
woods. Wholesalers hear rumors that a 
price ceiling on leading woods is likely to 
be established soon. The buying is com- 
ing largely from the furniture factories, 
which have plenty of business ahead, and 
also from numerous Defense industries. 
Jamestown, N. Y., furniture factories have 
had so many orders that they have been 
calling back to service retired craftsmen 
highly skilled in turning out. fancy de- 
signs in wood products. 


WESTERN PINES—Mills are now look- 
ing for new business in some_ items, 
whereas a short time ago they had little 
to offer. Idaho pine is the strongest of 
these woods, and offerings are not at all 
heavy. Retailers are not buying much. 

NORTHERN PINE 








Demand for 


com- 
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mon grades of pine has been in good vol- 
ume lately, and the mills have no large 
amounts to offer. 30x grades are also in 
fairly active demand. Mills are reporting 
a shortage of labor because of the compe- 
tition of Defense industries, which are 
hiring many men, and they expect a cur- 
tailment of logging during the coming 


winter. 
Baltimore, Md. 


NORTH CAROLINA PINE—The market 
continues hesitant, with requirements of 
builders of smaller houses less urgent, and 
the total movement narrowed by comple- 
tion of some big Government jobs. Box 
makers continue to take large amounts. 
Prices are still below their high point, 
but have made some recent gains. 

LONGLEAF PINE The call for the 
larger sizes seems to be as good as ever, 
with prices advancing. Mills that spe- 
cialize in longleaf are able to find takers 
for all turned out, for supplies are barely 
adequate for demand. 

WESTERN WOODS—Some say that quo- 
tations on fir have declined $5 to $6 under 
ceiling, while others tell of continued 
strength. Water shipment is. difficult, 
and a large part of the movement is by 
rail at higher cost. Prices of other west- 
ern species are holding very well, with 
some of them setting new highs. Spruce, 
Ponderosa pine and cedar are strong, with 
dealers on the outlook for supplies. Red- 
wood mills, reported for a time overloaded 
with business, are out after orders again. 

HAR ically all woods 
are holding their own, but there have been 
no large advances. Exports are as small 


wii Philadelphia, Pa. 


Despite the fact that this is usually a 
seasonal slackening-off period, many deal- 
ers say Defense housing and industry 
building generally are resulting in an off- 
season “boom.” 

SOUTHERN PINE—Market in general is 
reported off. Supplies of higher grades 
are still scarce. No. 2 roofers continue to 
sell at $33.50, with sales dropping. Some 
dealers look for an easier market over the 
year end. Housing projects in this area are 
reported to be taking large footages of 
No, 2 common. 

HARDWOODS Buying is active. Sap 
gum is in good demand, with supplies 
searce, but dealers feel that this item will 
be more plentiful in a short time There is 
a continued scarcity of all dry stocks. 
Adirondack mills are operating, but pres- 
ent cut will wait the usual 90 to 120 days 
drying period before shipment. 

WEST COAST—Most low-grade fir di- 
mension items are weak. Prices in gen- 
eral are stable at about $4 under ceiling. 
Dealers are not expecting much improve- 
ment in fir or Sitka demand until spring. 
Prices on western white spruce, 8- to 16- 
feet, remain 2x3-inch, $46.50; 2x4-inch, 
$45.50; 2x6-inch, $45; 2x8-inch, $46; 2x10- 
inch, $46.50, and 2x12-inch, $48.50. 

WESTERN PINES — Demand continues 
good, with prices strong. Wholesalers are 
still faced with difficulty in locating needed 
stocks. Heavy order files make for slow 
shipment. 

SOUTHERN CYPRESS rices remain 
stiff, as they have been for the past few 
weeks. Demand for Florida red is heavy, 
sales being mostly for housing. Carolina 
cypress is fairly steady. 




















Surveys Maine Timber 


Otp Town, Me., Nov. 24.—The Eastern 
Corp., of Bangor, Me., is making a com- 
plete inventory of its east branch of Penob- 
scot River timberlands in Maine. This area 
is nearly 200,000 acres in extent and is one 
on which for many years there has been 
very little operating. 

James W. Sewall, consulting forester of 


Amemecan fiumberman 


Old Town, and Port Arthur, Ont., has been 
employed to carry out this work. Mr. Sew- 
all states that the work consists of an inten- 
sive and detailed timber and _ pulpwood 
cruise and estimate, together with the re- 
survey of all of the boundary lines of the 
property. He expects that it will take into 
the fall of 1942 to complete it. Paul D. 
Gardner, of the Sewall Office, is actively in 
charge of the work with a force of survey- 
ors and timber cruisers. 





Truck Company Producing 
Military Vehicles 


CLEVELAND, OHI0, Nov. 25.—An order for 
nearly 6000 half-trac scout cars and_per- 
sonnel carriers for mechanized forces of the 
U. S. is being filled by The White Motor 
Co. here. This follows completion of an 
order for 2915 conventional scout cars last 
May, four months ahead of schedule. Total 
orders to date are approximately $51,000,000. 


5| 


The new half-tracs are coming off the 
production line at the rate of 700 a month. 
They have rubber tired front wheels, but 
the rear of the car is supported by a bogie 
system with an endless track belt. Both the 
wheels and the bogie are powered. The 
vehicles can travel across swamps and rough 
terrain and attain a speed of 50 miles per 
hour on hard level ground. They are pow- 
ered by White “super power” truck engines 
and can climb a 60 percent grade fully 
loaded without interruption of the fuel sys- 
tem. They have eight speeds. They are 
covered with one-quarter inch armor plate 
and carry three machine guns. Fuel tanks 
have a capacity of 60 gallons, and are self 
sealing. Equipment includes a two-way 
radio communication system. 

Reliable sources say that the half-tracs 
are superior to any comparable vehicles 
used by present combatants in the war. Ger- 
man units have a top speed of only 35 miles 
per hour. 
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Telephone 7812 





"BRADLEY, MILLER & COMPANY, 


C. W. Jones, 74 Bonny View Road, West Hartford, Connecticut 


Eastern Representative 


FRAMES 


Of Fine‘ Form and Lasting Quality 


Dealers, builders, home-owners have good words for Bradley- 
Miller Frames. 
ern in design, made of Genuine White Pine, manufactured with 
painstaking care, they do not warp, crack, swell or shrink. 


These better frames give better service. Mod- 


We also furnish Ponderosa Pine Frames, 
same manufacture and grade as the 
het Genuine White Pine. 


Bay City, vit 





THESE 
DEPENDABLE 
PRODUCERS CAN 
SUPPLY ALL 
YOUR NEEDS 





This is the good, dependable lumber of many-sided usefulness, meet- 
ing practically ALL construction needs. Lumber of beauty, strength 
and endurance, it’s thoroughly seasoned, properly manufactured, ac- 
curately graded. It works easily, mills to a satiny smoothness, takes 
paint well. For all building items in North Carolina Pine, send your 
orders to the reliable firms named below. 
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ELLINGTON-FAY LUMBER CO. 
Fayetteville, N. C. 
SPA Grade Marked Lumber 


Mfrs. Flooring, Ceiling, Casing, Moldings, Roofers 


and Framing Lumber. Kiln Dried and Air Dried. 








BURRUSS LAND & LUMBER CO. 


Lyachberg, Va 


Kiln Dried, Grade Marked N. C. Pine. R. R. Material 


a specialty. Car Lining and Decking. Mills 
fim Va. and N. C. 


PROMPT SERVICE on STRAIGHT or MIXED CARS 
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Kansas City, Mo. 


SOUTHWESTERN MARK ET—In the 
last two weeks, production was curtailed 
by hesvy 


rains and shipments were 
larger than either sales or output. Prin- 
cipal buyer was the Government, which 


acquired millions of feet of lumber for 
Defense projects. Retailers and manufac- 
turing consumers were not in the market 
for very much stock in the last month or 
so The furniture industry is not nearly 


so active as it was. sox factories are 
busy Prices generally are at or near 
celling levels. 

SOUTHERN PINE—Demand has con- 


tinued good, with the Government taking 
a large percentage of the output. Stocks 
of mills remained badly broken and the) 
do not expect to acquire any surplus over 
the winter months It was difficult to 
obtain 6-, S- and 10-inch No. boards and 
B&better flooring and finish. No. 1 di- 
mension also was searce. Shipments of 
were prompt, while others 
supplied within a month. 


WESTERN PINE—A let-up in demand 
for Ponderosa pine did not produce any 
appreciable weakness in the market. Ship- 
ments were going ahead and delays were 
not so noticeable Mills reported that in- 
ventories were much lower than those of 
a year ago, and that it was difficult to 
supply specified lengths. Prices on C€ 
ects and No. 2 common were a shade 
r Mills were accepting orders more 


some items 


can not be 









CALBAR 
CAULKING 
COMPOUND 


FOR ASBESTOS 
SHINGLE SIDING 
It is necessary to seal Nail Holes, Cor- 
ners and Openings around Windows 
and Doors in order to provide a really 
Waterproof Job—Use CALBAR CAULKING 
COMPOUND. 
Asbestos Shingle Siding usually requires a 
Brilliant White color or Brilliant Light Gray, 
other colors can also be furnished. Made in 
several Grades, easily applied with Calbar 
Pressure Gun. 
Send for information or order thru your Jobber. 


CALBAR Paint & Varnish Co. 
Manufacturers of Technical Products 
2612-26 N. MARTHA ST. ~- PHILADELPHIA, PA. 




















Richard Shipping Corp. 


Established 1847 


44 Beaver Street, NEW YORK 


Ocean Freight Brokers 
and Contractors 


Foreign Forwarders, Customs Bro- 
kers. We handle all classes of cargo 
and attend to collectior of invoices. 


Special department handling export lumber shipments 











«dows ARPAULINS 


TO PROTECT YOUR LUMBER AGAINST WEATHER DAMAGE, 
MINIMIZE COMPLAINTS AND SATISFY YOUR TRADE 





Write today for prices and samples. 
FULTON BAG & COTTON MILLS 
Manufacturers Since 1870 


Atlanta St. Louis Dallas 


x Minneapolis 
New York City New Orleans 


Kansas City, Kan. 
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eagerly than for months, but 
willing to grant concessions, 
HARD WOO D—Production 
higher than sales, but 
good order files. 


were not 


continues 
mills report fairly 
A slowing down in fur- 
niture buying was considered as tem- 
porary. The Government purchased 3% 
million feet of cottonwood for shell boxes 
within the last few weeks. 


OAK FLOORING—The flooring market 
Was quiet. Key items were in good de- 
mand. A number of big contracting firms 


have withdrawn from the market because 
of restrictions placed on residential build- 
ing. New Defense housing projects will 
require a considerable amount of flooring. 
Prices were about unchanged. 

SHINGLES—Weakness in 
manifest. Shipments 
promptly. Prices 
declines. 


demand was 
moved out more 
were steady at recent 


San Francisco 


INTERCOASTAL—The Government's re- 
cent draft of seven vessels from the inter- 
coastal trade for Defense cargo purposes 
in the trans-Pacific route, created quite a 
problem in the matter of lumber ship- 
ments under priority to the Panama Canal. 
It is reported that approximately 6,000,000 
feet is booked for December shipment to 
the Canal. Heretofore such lumber has 
heen moving on decks of intercoastal ecar- 
riers. To meet the withdrawal of ships, 
Canal lumber will be carried under decks 
if necessary at the expense of east coast 
lumber, it is said. In addition, one or 
more ships will be loaded fully with Canal 
lumber if needs be. Intercoastal tonnage 
has dropped from aéepre-war total of 
around 150 vessels to the present 38 to 40 
ships. The States Steamship Co. Pacific- 
Atlantic Steamship Co., and the California- 
Eastern Line were reported to have been 
granted authority to move lumber from 
Pacific Coast lumber ports to Providence, 
R. I., on a temporary basis for 180 days 
only. Intercoastal operators are reported 
to have filed an application for a $1 in- 
crease in the eastbound lumber rate. The 
present rate is $16 per thousand. 


COASTWISE MOVEMENT—The Pacific 
Lumber Carriers’ Association reports the 
movement of 83,046,500 feet during Octo- 
ber, 1941, compared with 65,627,500 feet in 
September. Due to strike conditions in 
October, 1940, comparison is not possible 
with that month. The October, 1941, dis- 
tribution was as follows: 

Feet 
8,744,100 
lindas ands outa eel 68,431,400 


. 


San Francisco 
Los Angeles 


SD BN 6. owis a es-4 ee eso ORs 5,328,000 
NOONE -k.d.0-5-o% woicnw Oo Swen 543,000 
MND. win. Gicite. oda aad erase tars $3,046,500 


The October, 1941, movement to Los An- 
geles was up 24,097,300 feet from Septem- 
ber; that to San Francisco was down 
3,416,600 feet; and to San Diego, down 
3,478,700 feet. Fifty-one steam schooners 
were operating the Pacific during the mid- 
week of November; thirty-four in coast- 
wise trade and seventeen offshore. Thirteen 
were reported laid up. Due to the hazards 
of winter storms along the coast, the 
Underwriters have notified operators of 
wooden schooners to tie them up between 
November and February. Five will be 
laid up in December. 


LUMBER RECEIPTS — Lumber receipts 
of the Port of Oakland during September, 
1941, totaled 20,581,286 feet, compared with 
20,293,269 feet in August, and 19,365,640 
feet in September, 1940. Total receipts for 
the first nine-months period of 1941 were 
177,067,609 feet, compared with 166,590,380 
feet for the same period in 1940. 

CALIFORNIA MARKET—The 
California market for 


northern 
Northwest Doug- 
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Market News from Na 


las fir is reported to have slowed up, 
with prices soft. Mill agents report plenty 
of special order business; good demand for 
all kinds of uppers, which are scarce; and 
plenty of standard items available. Lath 
are very scarce, and cedar shingles are in 
large supply with prices weak. California 
yards are said to be about normally 
stocked, and doing good business. A pick- 
up in California business is looked for 
about the first of January. 


Portland, Ore. 


WEST COAST WOODS The lumber 
market locally continues slow, with prices 
soft and irregular. Common grades are 
accumulating at the mills, and curtail- 
ment of production is regarded as certain 
to spread as individual plants become 
overstocked. 





INTERCOASTAL—Orders are off about 
one-third as a result of public and re- 
tailer uncertainty over the building situa- 
tion in general. Prices are soft and lower, 
especially on commons, as the mills near 
curtailment of output. 


CALIFORNIA—The market has returned 
to hand-to-mouth buying and business is 
relatively slow. Rail and water shipments 
are more prompt, and there is plenty of 
lumber on hand of all kinds and grades. 


LOCAL—Local consumption remains 
fairly good, with considerable building 
well under way, but the nearby farm mar- 
kets are slow. 


WESTERN PINES—The pine belt in 
Oregon, which will break all records this 
year for production and shipments, reports 
a decline in new business. Winter weather 
shortly will, however, reduce log. in- 
put and mill operations. The market is 
described as easy. 


Cincinnati, Ohio 


HARDWOODS— Appalachian hardwoods 
are holding steady, and prices may con- 
tinue their gradual trend upward. Dry 
stocks of practically all items remain 
scarce, everything available being snapped 
up as quickly as it is ready, while mills 
in general have substantial orders ahead 
to keep them going at capacity. 


SOUTHERN PINE—New ceiling prices 
on some items, effective Nov. 24, are re- 
garded as favorable by the trade. Ceiling 
on car material is expected to make more 
flooring available to the retail lumber 
dealer. It is considered likely the market 
will stay just as it is for at least thirty 
days. 





Shreveport, La. 


SOUTHERN PINE—The market is very 
steady at about “ceiling.” It is not possi- 
ble for mills, on account of item shortages, 
to handle a good many of the orders being 
received, but these are accepted subject to 
delay. Scarcest items are uppers, particu- 
larly 4- and 6-inch B&better finish, and 
also the same grade in flooring. Ceiling 
and drop siding are more plentiful. C fin- 
ish items are also scarce. As mills are all 
running full time, they are able to better 
service yard orders than in the last few 
months. Shipments still exceed produc- 
tion, though kilns are run to the limit. 


SOUTHERN HARDWOODS—Order vol- 
ume is at about recent level and prices are 
steady. Mills are getting more ‘“Lease- 
Lend” orders, largely for oak and ash. It 
is believed these will greatly reduce the 
surplus of oak. Demand for flooring oak is 
good. Hardwood production has picked up 
a trifle, but demand for practically all 
Quotations are un- 





items is keeping pace. 
changed. 
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a a Norfolk, Va. | 
NORTH CAROLINA PINE—Business | 

has been very good during the past two | 

weeks. Everything bought today is i 

wanted so quickly that the exceptionally { 


mand as s¢ 5 pense Meerenset wh dry weather which has continued over a 
Houston Tex. aliens t pete he hoy , “or 2 ne cpg ted long period has been unable to dry out i 
8 e ae 8 be si i ee boards, framing etc. as fast as needed, and 





SOUTHERN PINE—The market had a "ha seats ox cube ae i area some buyers have switched to fir because 
been slowed up considerably, due to mis- pect ‘ i a 7 they can get it sooner. Air dried short- 1 
understanding of priorities on scarce . leaf 4/4 clear boards are in very good | 
metals, but dealers in this area now under- MILLWORK—Most sash and door fac- demand, particularly from the retail yards. 
stand how they can get supplies, so have tories in the Mississippi Valley are operat- Demand from dealers for mixed cars of 
increased their purchases of lumber in the ing at or near capacity. Stocks are ample pine and cypress finish, mouldings etc. has 
past few days. Lumber manufacturers to meet current demands, and there is a been very good, and the same is true 
have had opportunity to get their stocks satisfactory volume of orders, though of regarding longleaf heart, because short- i 
in better assortment, and it is easier for late there has been a seasonal decline. leaf heart from nearby points can not be 
buyers to locate their requirements and Prices remain at levels established some bought. There has also been a brisk fur- 
to get quicker shipments. Prices remain weeks ago. niture trade demand for high grade pop- 
firm at close to ceiling. Demand for t 
timbers continues very strong, with in- ! 


quiries plentiful. Railroad purchases con- 
tinue heavy, some roads seeking car ma- 
terial for delivery next year. Shipments 
are being made on recent Government pur- 
chases for England, which are absorbing 
all longleaf timbers available at mills, as 
well as stocks in water storage. Many 
inquiries are coming in for yard stocks 
to be exported to the Islands and South 
America. 


SOUTHERN HARDWOODS —Demand 
covers all dry stocks at mills, and as much 
material as possible is being kiln dried, 
Recent rains have made it almost impos- 
sible to log in the lowlands, and most 
mills are seeking upland hardwood. Hard- 
wood logging is going to be difficult for 
several months, and mill output will be 
curtailed and stocks depleted. 


OAK FLOORING—Demand is off, be- 
cause of the misunderstanding of Govern- 
ment curbs on house building. 


SHINGLES AND LATH Shingles are os 
still slow, witl ices weak. S . lers 
“velvelus’piuceay tut onty tor acuainccas, Manufacturers Operating Moore Cross- 
= all baa sag tw _ a seg to re- . ~ - - 
uce neir stocks for ecember inven- 
pte Lath continue firm, with mill stocks Circulation Kilns Can Satisfy Old 


below normal. 


Sh bed: bie. Customers and Gain New Business 


SOUTHERN PINE—November is _ re- 
ported by dealers to have been the poorest 
















Miller & Co., Selma, Ala., after converting to Moore System 





month of this year, there having been a ASK yourself if you can afford to be without 
decline in demand for all items, exceyt " ‘ ‘ E 
some better grades, dry stocks of which Moore Cross-Circulation Kilns during the highly 
are searce. B&better flooring is especially ae 7 : 
scarce. Continued bad weather, and what competitive times that are to come.—Especially 
lumber dealers describe as ‘a bad case of . 

jitters’ among speculative builders, are when new kilns may not mean new kiln buildings. 
blamed for virtual shutdown of home con- 


struction. Box and crate manufacturers 


continue to buy lower grades. Little Moore Engineers can utilize present buildings 


change in prices is reported. ‘ _ pe? 
aaa a on and metal equipment in modernizing to Moore 





fair sales of all items, and dry stocks are ° ° ° 

short. Somewhat increased demand noted Automatically Controlled Cross-Circulation Sys- 
is for gum, cottonwood, ash and oak. Pur- ° 

chases of oak by truck body manufactur- tem. More than 2,300 of these modern kilns are 
ers increase as steel priorities begin to r+ ° e 

pinch. Some dealers report large amounts now in successful operation. Write today. 


of oak and ash in all thicknesses have 
been ordered but scarcity of dry stocks 
prevents” shipment. Furniture makers 


ec a aa ae alee If you are interested in kiln drying MOORE DRY KILN COMPANY 


patos ae slight advances: in and would like to be placed on our Largest Manufacturers of Dry Kilns and Veneer Dryers 
So > > Ss é ° 








, , : mailing list, send us your name and JACKSONVILLE, FLORIDA 
Minneapolis, Minn. the name of the firm with which you VANCOUVER, 8B. C. 
NORTHERN PINE ontinue to are connected. NORTH PORTLAND, ORE. 


pour in to manufacturers, but stocks still 
are holding out well. Prices are firm at 
levels established some weeks ago. Winter 
logging has started, and will continue on 
the upswing until a high level is reached. 
Output is expected to exceed the average 
of the past few years. 

NORTHERN WHITE CEDAR Some 
orders are being placed for future delivery, 





but no stocks are available for immediate - " ==. INTERNAL FAN SYSTEM 


shipment. Woods work is being rushed 
in an effort to supply a fraction of the de- 
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Lumber Company, 


Manufacturers of 


“BILTMORE” 
FLOORING 


“BILTMORE” 
HARDWOODS 
Plain and Quar- 
tered Oak — Soft 
Yellow Poplar— 
Basswood, Chest- 


nut, etc. 


Pisgah Forest, N.C. 


GILLIES BROS. Ltd. 


cenuine WHITE PINE 


for nearly 100 years. 


BRAESIDE, ONTARIO, CANADA 


(PINUS 
STROBUS) 


Air-Seasoned e Water-Cured 


Capacity 30,000,000 feet annually. 
Members N. W. L. D. Assn 


DRY STOCK--ROUGH or DRESSED. PROMPT SHIPMENT. 





SULLIVAN LUMBER CO. 
PORTLAND, OREGON 
TIMBERS F f FACTORY 
YARD STOCK CLEARS 
SPRUCE, HEMLOCK, CEDAR, PINE 


Reliable Shippers 29 Years 
WRITE US! AIR MAIL ONE DAY EACH WAY! 
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MAPLE FLOORING 


MFMA 




















GILBERT NELSON & CO. 


Public Accountants 


332 S. MICHIGAN AVENUE 
CHICAGO 


TELEPHONE HARRISON 0366 











Builders’ Commercial Agency 
ESTABLISHED 1890 
1321 Builders’ Bldg., 228 N. La Salle St., Chicago 
A rating guide to the Contracting trade of 
Cook County and Cook County dealers 
Telephone Randolph 4893 Collection and Mechanics Liens j 











FRED C. KNAPP, Portland, Or. 


BUYS AND SELLS 


WESTERN TIMBER LANDS 
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lar. Demand for dressed and resawn pine 
box lumber has picked up. Demand for 
small dressed framing, as well as for air 
dried roofers, sheathing, subflooring etc. 
has been much better. Most good mills 
with resawing facilities hold their quota- 
tions firm at “ceiling.” Recent f. o. b. mill 
prices of 6-inch air dried roofers in North 
Carolina have been on the basis of $27.50 
for 6-inch, and the other widths, such as 
8-, 10- and 12-inch, have been selling for 
more. Georgia roofer mills have been able 
to maintain their prices easily, 
weather conditions in that 
been bad for manufacturing 


because 
section have 
and drying. 


Memphis, Tenn. 


SOUTHERN HARDWOODS—While there 
has been a slight decline in sales during 
the past two weeks, prices have remained 
unchanged. Large quantities of FAS 4/4 
sap gum have been sold at $58@59, f.o.b. 
mill; No. 1 common, kiln dried, $49 and air 


dried, $45; No. 2 sap gum at $26@27. Gum 
is the wood in greatest demand. No. 1 


common cottonwood is also moving handily 
at $37@40. A vast amount of tupelo has 


been sold, much of it No. 2 common, at 
$27 for 4/4 stock; tupelo 6/4 has been sold 
heavily at $57 for FAS, $48 for No. 1 com- 
mon, and $33 for No. 2 common, all air 
dried. Oak, except for flooring purposes, 
continues to move very slowly. 

OAK FLOORING sales have declined 
somewhat, but unfilled orders still amount 
to 120 percent of inventory. Prices are 
firm. 


Tacoma, Wash. 


WEST COAST WooDS—There is a 
marked slackening in demand, which most 
operators attribute to a falling off in 
Defense buying, but some of the decline is 
undoubtedly seasonal. There has been 
virtually no curtailment of production, as 
mills are taking advantage of the oppor- 
tunity to build up reserves, which are 
badly depleted. Ship space still is scarce. 
The weather continues excellent for woods 
operations, and log supplies are ample. 


SeaHle, Wash. 





WEST COAST WOODS—There has been 
a decline in domestic demand. Buyers, as 
is their custom, held off purchasing on 


a falling market, hoping to step in when 
the bottom is reached. There are indica- 
tions that line-yard orders are coming in. 
Current orders are mostly for “must have” 
items. 


RAIL—Prices are steady on uppers, and 
slightly weaker in some localities on di- 
mension and timbers. On the whole, quo- 
tations are very little different from those 
of a fortnight ago, but some mills are 
willing to make concessions. Generally the 
mills are not over-anxious for business. 
They are trying to balance their stocks. 
Drop siding is easier than flat grain floor- 
ing, of which there is little to be had, on 
account of the material being needed for 
old car material orders. Dry dimension is 
somewhat scarce. Green dimension is 
weak on account of a poor demand from 
California. Special cutting is firming up; 
some milis have 30 days of it ahead. Most 
mixed-car mills have moderate order files. 


SHINGLES—This market is weak, de- 
spite the fact that No. 1 royals and No. 1 
perfections are still slightly oversold. No. 1 


royals are quoted at $5.05, or 25 cents 
less than a fortnight ago. Nos. 1 and 2 
perfections are down 10 cents. No. 1 5X 


from $3.80 to $3.55, and 
10 cents. Stocks are be- 
Some mills have 


took a big drop, 
No. 2’s are down 
ginning to accumulate. 
taken off third shifts. 


EXPORT—A few 
Hongkong; nothing 
Orient. 3Zusiness is 
coast of South 


come from 
from the rest of the 
offered by the east 
America, but there is no 


orders 
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space. One local firm with a 1,500,000 foot 
order couldn’t place even 25,000 feet. South 
Africa wants lumber, but no steamers are 
to be had. Other markets are inactive. 


CALIFORNIA—The market is dull. More 
shipping is available than the demand can 
utilize. Prices are weaker. 


INTE RCOASTAL—Fir demand and sup- 
ply of ship space have both declined, but 
the demand is still far ahead of space 
available. There is a spread of $3 to $4 be- 
tween f.a.s. and ec.i.f. prices. Prices are 
weaker than they were two weeks ago. 

WESTERN RED CEDAR LUMBER— 
Cedar siding is still badly oversold, and 
no quotations are being issued. Prices are 
unchanged since last August. 





LOGS—Prices are steady. 


Crossett, Ark. 


ARKANSAS SOFT PINE mills report 
that inventories have hit a new low, and 
most sales managers are trying to take 
care of their older customers’ require- 
ments with practically no lumber with 
which to do it. It is doubtful, for in- 
stanee, that all Arkansas Soft Pine mills 
together could supply as much as a c¢ar- 


load of either 3- or 4-inch plain-end edge 
grain flooring, a staple item, especially at 
western Arkansas mills. Unusually heavy 


rains during the past two weeks interfered 
with logging, so prevented most mills 
from making their usual cut, much less 


building up any inventory of scarce items. 
Defense orders are still being placed al- 
most daily, and “biddings” are held 
periodically, when usually 25- to 50-mil- 
lion feet blocks are bought. The amended 
ceiling price schedule issued by the OPA 
was generally received in this section 
without complaint, particularly since the 
maximum prices on pine flooring were 
advanced $2, an increase which most mills 
thought was in order. Some of the larger 
mills are rationing scarce items to their 
long-established sales connections, selling 
only a few thousand feet of scarce items 


to a car with no delivery date specified. 
No. 3 boards and dimension are not as 
scarce as No. 2, because markets are not 


as easily located for the lower grades; the 
mills seem to keep pretty well cleaned up 
on No. 3 items, however. Prices on all 
items are just about on OPA ceiling basis, 
and no weakness in this market can be 
foreseen now. 


HARDWOODS — Due to the impending 
price ceiling, which will apply at least on 
gum items, the sale of gum has slowed 
somewhat. Furniture factories with in- 
ventories enough to carry them until ceil- 
ing prices are announced, have stopped 
buying until schedule is released by OPA, 
hoping that prices will be pegged at levels 
below the going market today. <A few 
orders are being placed by buyers who do 
not carry much stock, and who depend on 
a steady flow of gum from the mills to 
keep operating. Generally, the hardwood 
market is firm on nearly all items. Big in- 
quiries for both 4/4 No. 1 common and 
FAS red and white oak are being circu- 
lated by the Treasury Department and, 
with other export orders being placed, 
these items probably will advance in price. 
Reports are that at least for the present 
no ceiling is to be placed on oak prices. 


Birmingham, Ala. 


SOUTHERN PINE 3usiness has slowed 
down slightly. There is a distinct scarcity 
of high grade finish, but No. 2 dimension 
and boards are plentiful, and are being 
quoted a few dollars under ceiling. Mills 
are busy, but mostly on orders they have 
had in hand thirty days or more. Yards 
are buying very little, and expect business 
to be slow during the rest of this year. 
The Government continues to place big 





orders, and plans to make large purchases 
early in 


1942, 
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Southern Pine Ceiling Prices Again Revised 


WasHINGTon, D. C., Nov. 24—The 
Office of Price Administration has announced 
a revised schedule covering maximum prices 
for southern pine, effective on and after 
Monday, Nov. 24. It incorporates the fol- 
lowing changes: 

The differential for air dried and kiln 
dried boards has been increased 50 cents. 
The allowable charge for dressing boards 
has been reduced 50 cents. 

Prices on “C” and “B&better” flooring, 
both 1 x 3- and 1 x 4-inch, are increased 
$3, and the prices on No. 2 and No. 3 
common reduced $1. 

An addition of $3.50 on orders totaling 
not more than 20,000 feet, is allowed on 
retail direct mill shipments, where delivery 
to the job site and unloading, tallying and 
checking are included in addition to other 
specified retail services. 

The permissible addition for matched and 
shiplap boards and strips is reduced 50 cents 
a thousand. 

The schedule expressly stipulates that the 
50 cents allowable addition for chemical 
anti-stain treatment of boards, strips, and 
dimension can be made to rough or air- 
dried prices, but not to kiln-dried prices. 

Ceiling prices on 6- and 8-inch “C” and 
“B&better” drop siding, in patterns 115, 117, 
118 and 119, have been reduced $5 per thou- 


OPA Schedule of 


Boards and Strips (rough green), Standard 


Lengths 
No. 1 No. 2 No. 3 
bt errr: $23.00 $19.00 
BMS cia oruaeleis er 32.00 25.00 20.00 
Be esa ey cieie ne eatin 33.00 25.00 20.00 
BE oc. carer acn hain state 35.00 25.50 20.50 
BUEN Paciisewaeawe 43.00 30.00 21.00 
To prices of rough green boards and 
strips: 
For rough, air dried, add $2.00. 
For rough, kiln dried, add $3.00. 


For S1S, S28, S3S, S4S, S2S & Matched, 
or Shiplap, Standard or Thinner, $1.00. 

For ripping or resawing, 
1,000 board feet for each cut. 

For chemical anti-stain treatment, add 
50c. to the green or air dried prices, but 
not to kiln dried prices. 

Where a_restricted standard length is 
specified, either 8 to 16 feet or longer, 
add $1.00. 

Odd lengths or fractional lengths shall 
be counted and priced as next longest even 
length. 


add $1 per 


ea eg Rough Green 


2x4 No.1 No No.1 No. 2 
S ésacae 30.00 $26. bo 18 ccsow Be 2a.58 
4 ode FEO 571080 20 .... 34.50 29.50 
16 .... 32.080 £8.00 22&24.. 40.00 35.00 
18 .... 33.50 29.50 2x10 

20 -- 34.50 30.50 12 .... 85.00 28.50 
22& 24 40.00 36.00 14 35.00 28.50 
2x6 16 36.00 28.50 
12 29.00 24.00 18 39.50 32.00 
14 30.00 25.00 20 41.50 34.00 
16 30.50 25.50 22&24 46.00 39.50 
18 32.50 27.50 2x12 

20... 33.50 28.50 12 37.00 29.50 
22&24 39.00 34.00 14 37.00 29.50 
2x8 6 .. 38.00 30.50 
12 30.00 25.00 Ss . 41.50 34.00 
14 31.00 26.00 a 43.50 35.00 
16 31.50 26.50 22&24 48.00 40.50 


No. 3 Dimension, Random Lengths 
WE -Giuceesiale oe $18.00 2 re $18.50 
eee 16.00 BEE 6.ia<ssisaln 20.50 
BS” Beans ower 17.00 


To prices of rough green dimension: 
For rough, air dried, add $2 


For rough, kiln dried, add $3. 

For S18, S2S, S3S, S4S, add $1. 

For working to shiplap center match, 
dressed and matched, or grooved, add $2. 

For ripping or resawing, add $1 per 
1,000 board feet for each cut, 


sand feet, and the price on 8-inch drop 
siding “C” and “B&better” in other patterns 
has been increased $4 per thousand feet. On 
other patterns of 6-inch drop siding, prices 
remain the same. 

Price on bevel siding has been revised 
to establish separate prices on %- and %- 
inch. The price on %-inch is $2 per thou- 
sand less than that previously established 
for bevel siding, and the price on %-inch 
ranges from $6 on “C” and “B&better” to 
$3 on No. 3, lower than the price established 
for 54-inch bevel siding. 

The definition of “mixed” cars remains 
the same, but the permissible additional 
charge per thousand feet board measure for 
mixed cars has been reduced from $2 to $1 
per thousand feet. 

Prices have been established on car mate- 
rial. 


Allowances for "'Retail'’ and Export Sales 


In the case of “retail” sales, where the 
shipment originates at a mill rather than at 
a distribution yard, a mark-up of not more 
than $3.50 per 1,000 feet board measure may 
be added to the maximum prices. ‘“Allow- 
ance is intended to make provision for lum- 
ber retailers who are doing an increasing 
amount of business of this character,” says 
OPA. “In order to be entitled to the addi- 


New Maximum Prices 


For chemical anti-stain treatment, add 
50c to green or air dried prices but not 
to kiln dried prices. 

Random lengths may be 8 to 16 feet or 
longer. 

Odd or fractional lengths, except 9 feet, 
shall be counted and priced as next long- 
est even length. 


Flooring (no heart specification) Kiln 








Dried 
Plain End 
E nd Matehed 
1x3 Edge Grai 2 to 8’ Nested 
= 3& better vasa 6 ies a $60.00 
Se ee ne ee "Scan 53.00 
D So Sree Uaveciaa Sratalatala ate 42.00 38.00 
1x3 Flat Grain— 
anand TERN ge 93.00 45.00 
seca eik tauuaietereld Atco 50.00 42.00 
D ici Kiasesaateatnite ca nks orcvis 35.00 28.00 
1x4 Edge Grain— 
er eiacalatedcance 66.00 58.00 
Sia aera aha ilwisms Ove warm 58.00 51.00 
D ne ete ne 40.00 36.00 
1x4 Flat Grain— 
eneee ERS Seas > 2.00 44.00 
eghaxaleuen wale oblaneiaiers 49.00 41.00 
D erenerotenatata ene alemecats 34.00 27.00 
To prices of plain end flooring, add $2 
for specified lengths; add $2 for end- 


matching standard length flooring. 


Siding, Kiln Dried, Standard Lengths 
--Drop Siding, Plain End-~ 


Patterns 

115, 117, All other 

118, —_ patterns Beve “aaa 
6” 6” g” 54 ” 


7 $46.00 $42. 00 $51.00 $ $57. 00 $45.00 s3¢ mn 
.. 43.00 45.00 48.00 54.00 42.00 36.00 
D so Bosee 39.00 40. 00 28.00 


40.00 33.00 


Timbers, Green, Rough, S48 or S828 


No. 1 Common No. 2 Common 

‘to 18’& 8’to SV’ & 

16’ 20’ 16’ 20’ 

Sx3 to Ox4....26% $32.00 $36.00 $29.00 $33.00 
SEG TO GEG. 06.5 e010 30.00 34.00 27.00 31.00 
Sao tO GES... 66 60% 32.00 36.00 28.00 32.00 
ae ree 34.00 38.00 30.00 34.00 
3x10 to 10x10.... 35.00 39.00 31.00 35.00 
3x12 to 12x12.... 40.00 44.00 36.00 40.00 


Add $2 for shiplap or T&G. 

Add $4 for beveling or outgauging. 
_For odd sizes, price at next larger even 
size. 

Odd or 
7’, shall be 
longest even 


fractional lengths, 
counted 
length, 


and 
next 


except 5’ 


and priced as 


tional charge, the sale must involve less than 
20,000 board feet and must be accompanied 
by the usual services attending the sale of 
lumber out of a retail distribution yard. 
Among these services are: Delivery to the 
job site or other point specified by the 
purchaser in such quantities and at such 
times as the purchaser specifies; tallying 
and checking; the privilege of exchanging 
goods and returning unused material; and 
replacement of deficiencies out of stock.” 
“Retail” sale is defined exactly as in the 
revised Douglas fir ceiling, AMERICAN LuM- 
BERMAN Of Nov. 15, page 68. 

For export sales, an addition of not more 
than $3.50 per 1,000 feet board measure may 
be charged for the services of switching, 
unloading at the dock, tallying, marking, 
and dock insurance. 

Firm commitments entered into prior to 
Nov. 24, for the sale of any southern pine 
lumber covered by Price Schedule No. 19 
prior to Amendment No. 2, at prices not 
exceeding the maximum prices established 
by such schedule, may be completed at the 
contract price. 


High Prices of Car Material Resulted in 
Shortage of Flooring 


“Maximum prices established for freight 
car decking, sheathing, and lining are from 


on Selected Items 


Car Material (Kiln Dried and Dressed to 
All Patterns and Sizes) 


Select (Par. 59 Com. (Par. 60 


Lining— AAR Rules’) AAR Rules!) 
Lengths: 1x4 and 1x6 1x4 and 1x6 
kr er orera tare $60.00 $40.00 
OTs. 4 hc Wis ore nas at 55.00 35.00 
SaaS Pere mn a etn 57.00 37.00 
> Serene eee rerrrer es 60.00 40.00 
WG RS 6 bce dn i wares 62.00 42.00 
18 and BO ft. o:6.52.0:<0% 68.00 45.00 
Vertical Sheathing— 
Select Par. 51 Com. (Par. 52 
AAR Rules’) AAR Rules!) 
Lengths: 1x4 and 1x6 “1x4 and 1x6 
Le rr eee $60.00 $50.00 
OR icicle tere wiaanicters ahs 55.00 45.00 
Sa Se Ser 57.00 47.00 
BOER sa. ccste toraiaaravane seis 60.00 50.00 
SINS fccctrccn: tagonink sce a wets 62.00 52.00 
DS can Be Pe. cnink ss 68.00 58.00 
Longitudinal Sheathing— 
Select (Par. 53 Com. (Par. 54 
Lengths: AARR ules?) AAR Rules’) 
2x4 2x6 2x4 2x6 
Bh Se $67.00 $72.00 $47.00 $52.00 
>. re 57.00 62.00 42.00 47.00 
of , ee 57.00 62.00 42.00 47.00 
BEES: Siacne mien 17.00 62.00 42.00 47.00 
ee 62.00 67.00 45.00 50.00 
18 and 20 ft.. 67.00 72.00 47.00 52.00 


Flooring (Decking )— 
Common (Par. 58 AAR Rules?) 
2, 91 3, 


Lengths: L 

2x6 and 2x8 and 3”x6” pate a 
| $44.50 $47. 50 
> ee a 42.50 45.50 


For Dense flooring (Decking) add $°.°° 

For final inspection at the point of des- 
— rather than at the shipping point, 
a 2. 

For grades and specifications other than 
those contained in the A. A. R. Rules 
maximum price shall be the price for the 
a. aes grade ‘and specification which 
most closely corresponds to the grade 
and specification of the car material item 
involved in the sale governed by this 
Schedule. 

Odd and fractional lengths, except 9 ft. 
shall be counted and priced as next long- 
est even length. 

Specifications for car material (desig- 
nated above as “AAR Rules”) correspond 
to the specifications issued by the Asso- 
cition of American Railroads as set forth 
in its pamphlet M907-33, adopted, 1910; 
revised, 1933, 
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$2 to $8 per thousand board feet below exist- 
ing levels,” says OPA. “When the south- 
ern pine lumber schedule originally was 
issued, it was not considered necessary to 
include freight car materials. Manufac- 
turers of higher grades of flooring, which 
are under OPA ceiling, diverted some of 
their flooring production to freight car mate- 
rials. Supplies of high-grade flooring, al- 
ready short, thus were reduced further. The 
OPA amendment is designed to correct this 
situation, by setting maximum prices for the 
principal types of freight car materials at 
less than current levels, and by increasing 
the ceilings for the two upper grades of 
flooring by $3. Simultaneously, the top 
prices for the two lowest grades of flooring, 
supplies of which are adequate, are reduced 
by $1. 


Unfair Efforts to Obtain Premiums May 
Bring Elimination of Allowances 


“Some sellers have attempted to obtain an 
extra $2 per thousand by insisting that the 
buyer take a mixed car, and by the inclu- 
sion in a straight car of the minimum num- 
her of added items to satisfy the ‘mixed- 
car’ definition. If abuses continue, the 
mixed car allowance will be eliminated from 
the schedule altogether. The same warning 
applies to the practice of insisting on selling 
specified lengths or kiln-dried lumber, for no 
other reason than to obtain a premium.” 





Appeal  Anti-Monopoly 
Charges as Double Jeopardy 


DeNvER, Coro., Nov. 24.—Two counts of 
an anti-trust indictment constituted a single 
conspiracy, and fines levied on each count 
constituted double jeopardy for eight de- 
fendants, defense attorneys argued before 
the tenth circuit court of appeals in Denver 
during the week. Eight Colorado lumbermen 
and lumber firms were fined $15,000 last 
fall by United States District Judge J. Fos- 
ter Symes after they pleaded nolo contendere 
to an indictment. The indictment’s first 
count charged conspiracy in restraint of 
trade, and the second. conspiracy to form a 
monopoly. Thomas K. Younge, of Grand 
Junction, Colo., and Clyde C. Dawson, rep- 
resenting the lumbermen, contended the 
identical conspiracy could not perform both 
functions. Circuit Judges Alfred P. Mur- 
rah, Walter A. Haxman and Orie L. Phil- 
lips expressed the idea that, if the defend- 
ants had gone to trial, the Government 
would have been forced to indicate whether 
the two conspiracies occurred on different 
occasions. The indictment itself did not set 
a specific date in each count. 

The Government argument, to be given 
by James C. Wilson, of Washington, D. C., 
chief of the anti-trust division appellate sec- 
tion, will be heard next week. 

The appeals are those of the Montrose 
Lumber Co., Independent Lumber Co., Ar- 
thur H. Biggs; W. C. Kurtz, Grand Mesa 
Lumber Co., Frank A. Rise, Diamond Lum- 
ber & Hardware Co., and William Aldrich. 
These defendants were indicted in the Na- 
tional Retail Lumber Dealers’ Association 
complaint for alleged violations of the Sher- 
man anti-trust Act. 
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OBITUARY RECORD 








WILLIAM V. ALLEN, 64, a proprietor of 
Pierson-Allen Lumber Co., a retail line 
yard organization with headquarters at 
Lewis, Ind., died at his home in Clay City, 
Ind., Nov. 7. He had been in charge of 
the Clay City branch of the company for 
23 years. He was a member of a frater- 
nal organization. Surviving is the widow. 


M. S. ANDERSON, 71, vice president of 
the Gideon-Anderson Lumber Co., Gideon, 
Mo., died Nov. 11 after a three weeks’ 
illness. He is survived by his widow, a 
son and a granddaughter. 





MILES BENNETT, former general man- 
ager of the T. H. Hancock Lumber Co., 
Toronto, Ont., with whom he was em- 
ployed for 25 years, died suddenly at his 
residence there Nov. 9. 





BERT I. BRIGHT, 69, president of the 
Consumers Independent Lumber Co., Mason 
City, lowa, died Nov. 16 of heart disease. 





WILLIAM WARD CALDWELL, 69, for- 
mer widely known Grays Harbor and 
Olympia, Wash., sawmill operator, died at 
his home in Olympia Nov. 14 following an 
illness of several months. He moved to 
Olympia in 1891 and_ shortly afterwards 
moved to Aberdeen, Wash., where during 
a 3l-year period, he was superintendent 
of several Grays Harbor lumber mills. He 
retired about two years ago and has since 
lived in Olympia. Survivors include his 
widow, two daughters and two sons. 





HENRY B. DAVIS, 81, former vice-presi- 
dent and co-organizer of the Knox County 
Lumber Co., Vincennes, Ind., died at his 
home in that city Nov. 18. Mr. Davis 
went to Vincennes in 1909 to engage in 
the lumber business. He is survived by 
his widow. 


L. L. DAUGHERTY, 68, for 12 years 
head of the Daugherty Lumber Co., Jack- 
sonville, Fla., and widely Known lumber- 
man in the Southeast, died Nov. 10 in a 


Jacksonville hospital. Mr. Daugherty 
founded the Daugherty-Morrison Lumber 
Co. in Moultrie, Ga. Later, about 30 


years ago, he moved to Valdosta, Ga., 
and established the Daugherty-Mackey 
Lumber Co., removing to Jacksonville 12 
years ago. 


WILLIAM W. DINGS, 71, president of 
William Dings & Son, a wholesale lumber 
econeern at St. Louis, Mo., died Nov. 7 of 
a heart ailment. The widow and two sons 
are among the survivors. 








WILLIAM COX DUBELL, 90, lumber 
dealer for 60 years, died at his home in 
Camden, N. J., Nov. 5. Until 10 years ago 
he was associated with his son, Charles 
G., in the DuBell Lumber Co. in Camden. 
Besides the son, a daughter, six grand- 
children and four great grandchildren 
survive. 


OWEN A. FATZINGER, 66, treasurer of 
the F. W. Wint Co., Ltd., Catasauqua, Pa., 
for more than 40 years, died Oct. 31. Mr. 
Fatzinger had been ill since July when 
he suffered a heart attack. He was active 
in civic, fraternal and church work. The 
widow survives. 


JOHN FOLEY, 62, for the past 10 years 
manager of the Gratiot Lumber Co., 
Gratiot, Wis., died at a Monroe, Wis., hos- 
pital Nov. 12 following an extended illness. 
For the past ten years he had also been 
mayor of Gratiot. His widow survives. 








WILLIAM F. GARRETT, 64, proprietor 
of Garrett-Son Lumber Merchants, San 
Leandro, Calif., died recently in Oakland. 
He is survived by his widow, a daughter 
and four sons. 


ELLET J. HOPKINS, 76, sawmill veteran 
in and around Buchanan, Mich., died Nov. 5 
after a year of illness. He had been living 
with his daughter in South Bend, Ind., for 
the past year. This daughter and another 
and two grandchildren survive. 


LEOPOLD P. LAEV, 74, for many years 
associated with his father, Joseph, in the 
Laev Iumber Co., at Three Lakes, Wis., 
and later operator of a lumber brokerage 
firm in Milwaukee, Wis., until his retire- 
ment 12 years ago, died at his home in 
Milwaukee Nov. 15. His widow survives. 


ARTHUR WARREN LEE, 67, since 1912 
superintendent of the lumber department 
of the Island Creek Coal Co., died Nov. 19 
at his home in Holden, W. Va. Mr. Lee 
was active in several fraternal orders. 
Surviving are his widow, three sons, a 
daughter, and nine grandchildren. 





JAMES F. McSWEYN, 80, until four 
months ago, head of the Memphis Band 
Mill Co., Memphis, Tenn., and for 35 years 
a prominent hardwood manufacturer in 
the mid-South, died Nov. 24. Mr. McSweyn 
first started in the lumber business in the 
woods of northern Michigan. He is a past 
president of the Lumbermen’s Club of 
Memphis, and a member of a church and 
a fraternal organization. Surviving are 
the widow, three daughters and a son. 


ROBERT T. MOORE, 80, retired sawmill 
owner and operator of Carthage, Ind., died 
Nov. 5 at his home. He retired two years 
before when his health failed, and sold 
his lumber business to George B. Moore 
& Sons. There is no relationship. Sur- 
vivors include a son, a daughter, seven 
— and four great grandchil- 
dren. 


ROBERT A. REINHARD, 57, manager 
of the Reinhard Lumber Co., Reeseville, 
Wis., died Oct. 31 after several months of 
illness. He became affiliated with the 
Reinhard company in 1918 and succeeded 
his brother as manager in 1924 when the 
latter died. He was devoted to his church 
and was active in civic affairs. The widow 
survives. 


WILLIAM D. SCOTT, 80, head of the W. 
D. Scott & Co., retail lumber firm, at Glen- 
beulah, Wis., died there Nov. 15. Before 
founding his own business 40 years ago, 
Mr. Scott had been associated with the 
Phoenix Company as purchasing agent 
traveling into Canada and to mid-western 
states. In 1896 he went to St. Cloud, Wis., 
to operate the Scott Lumber Co., moving 
to Glenbeulah in 1901 to become owner of 
his company. He was also formerly county 
sheriff and a member of the Sheboygan 
county board of supervisors. His widow, 
five sons and four daughters survive. 





MICHAEL J. SEXTON, 74, founder and 
for 30 years president of the Jersey City 
Lumber Co., Jersey City, N. J., died Oct. 
31 after several months of illness. He 
was a former vice president of a bank. 
Surviving are the widow, three daughters, 
four sons and 13 grandchildren. 





EDWARD T. VERD, 73, retired Seattle. 
Wash., lumberman and former president 
of the Seattle Retail Lumbermen’s Asso- 
ciation, died in a hospital there Nov. 5 
after a short illness. In 1892 Mr. Verd 
became associated with the Brvant Lum- 
ber & Shingle Mill Co., and was elected 
president in 1914. He remained in that 
capacity until his retirement in 1924. Sur- 
viving are the widow, a son and a daugh- 
ter. 


NOAH M. WEBSTER, 75, proprietor of 
the Webster Lumber & Coal Co., Washing- 
ton, Ind., died Nov. 19 after a brief illness. 
He underwent a major operation a few 
days before his death. Mr. Webster was 
widely known to the trade in southern 
Indiana. He was an active member of a 
local church. Survivors are the widow, 
two sons and a daughter. 








CHARLES WOLFLIN, 76, official of the 
Wolflin West Side Lumber Co., Evansville, 
Ind., died at an Evansville hospital Nov. 
22. He had been in failing health for the 
past year. For many years Mr. Wolflin 
served as a broker in the lumber business, 
traveling throughout the mid-west. He 
was a past president of the Indiana Lum- 
ber and Builders’ Supply Association and 
the Evansville Lumbermen’s Club, and a 
member of the Concatenated Order of Hoo- 
Hoo. Mr. Wolflin was a charter member 
of an Evansville church and a member of 
a fraternal lodge and a social organization. 
Surviving are the widow, a daughter, and 
a son, Carl G. Wolflin, secretary-treasurer 
of the Wolflin West Side Lumber Co. 
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THIS WEEK’S LUMBER PRICES 





























East and west side mills have reported the following average f. o. b. mill sales prices on Following are average f.o.b. mill sales 
southern pine to the Southern Pine Lumber Exchange, New Orleans, La., for sales made prices for kiln-dried Arkansas Soft Pine, for 
in the period of Nov. 15-21, but where prices for this period were not available, prices for shipment in mixed cars, obtained during the 
the month to date have been inserted and starred (*): week ended Nov. 22: 

West East West East West East West East Flooring 
Side Side Side Side Side Side Side Side Edge grain— 83-inch 4-inch 
Flooring Standard Ceiling Standard No. 2 Shiplap and No. 2 Dimension MII noi ois: a:sctcrpiaveiailevereuant $67.00 $65.00 
Lengths Lengths Boards, Std. Leth. [2x4 RBS are Ei aicis cironaine ie eeeisiors 59.00 57.00 
1x3 rift— 5g x4— 12 & 14... 32.48 28.48 Flat grain— 
aia 66.64 67.00} B&better.. 42.55 41.75]/1x 8 ..... S168 BOaT Ie ccc ss% 34.17 29.53 NE 55:5 dni ovice-alorw So aoe ee 2.00 51.00 

aise eee gis *58.50 coewdl ccccccese SOLS *46.550E10 ..... 30:39 29:18'18 & 20... 35.50 Sb.c6 EEE ree 47.50 
D San avanera *43.50 Sen vwews 30:64 SS00M=IS ..... 39.20 34.26;22 & 24... 42.00 Serer BO incisor eo SE eae ee 36.50 35.50 
ee Surfaced Finish No. 3 Shiplap and 2x6 Pastittee 
B&better.. 53.08 51.90], —— Lengths Boards, Standard |12 & 14... 30.49 28.00 B&Better a 

sete eees 51.00 48.80) B&Ddetter Lengths 16 ....... 31.68 29.52 | Partition, %x4...............$51.00 $47.50 
> Pe bana ss 36.88 37.09];incn Ic 68 9 1x6 Reh. & er 33.05 32.80 Boston Partition, {§x4........ 1.00 48.00 
1x4 rift— ’ ep essrses ye a | erie: 35.53 33.30 

»hetter RA THR BRA ROJO co eee even . oO. 9 2 * 
pum ee ee a Sete ** ee ere Se... Drop Siding, 1x6 
TS *41.70 ie re 9.02 69.00 1x8 - i 25.61 23.53 2x8 No. 117 No. 116 
1x4 flat 1x10 ..... 77.00 75.001 yi9 0° 1! 28:08 25.051-> 0 OO CC eR IT $52.00 $53.00 

erain— 12 ...... ++ 96.00 95.00} c19 2107! eine 2 aoe! a FF  epeenenonnsererenerose. 49.00 50.00 
B&better.. 51.67 50.79] *6/4 thick— eR | ee See | PO RE WD) -...c ca cuoigrsianeucsacomiessior es 40.00 40.50 
eee: 49.20 47.82 Ss S oer *80.63 *81.50 18 & 20... 35.31 34.00 Casing & Base and Jambs, penatine 

‘ Ee ose ce 91.17 997.25 No. 1 Dimension 22 & 24...*42.00 *34.50 
Raed conedats 36.69 35.85 3&4 5 6 10 
12 ........ 108.17 106.00 Ye si iia’ eal $62.00 $67.00 $67.00 $81.00 $81.00 
End Matched ae , 2& 14.. . 3.6812x10 

Flooring, 2 to 8-foot [{7Ch them og og ftS crags: S840 87-40li2 @ 14...984.91 83.12 Mouldings 
1x3 rift — Seeaeas cece. aceasta! ee ose - 33.33 36.50 Discount 
B&better. .*58.89 "57.0019 ("°° °° *" 23 G+ dima : ***+lig @°90..) 37.68 35.75 | Listed at $3 and under................. 30% 

eee oa emote *52.00 aie eis 1xh & 10. .*62.38 63.00 |x 22 & 24...*48.00 43.00 i a rrr 

ets eees *29.50 veeesull 7481 80.00/12 & 14... 35.30 33.80 
sag ; + heen se 36.68 Boards = Shiplap 
OP 3 Rough Finish, GS seeeeee . . 

B&better.. 44.00 8 ‘ x6 1x8 1x10 1x12 

ee a oe paitindard Lengths Cn oo. “Boards, S48, No. 1.$31.00 $38.00 $40.00 $48.00 
a pi eet 29°50 29.75 & ester a . : or Shiplap No. 2.. 30.50 30.50 31.00 35.00 
1x4 rift— 5&10 ...., 92.00 oy - “wen sae No. 3.. 24.50 24.50 25.50 26.00 
ene *57.00 Casing and Base 16 hs 37.5 37:0 

Sieve atatersie nears oa Standard Lengths [jg ||) |)" 37.88 *39.00 Dimension, S4S, 16-Foot 
D Soppreratets *37.25 -|B&better— «Tle Nae ; «29. 

: More 40.70 *39.67 No. 1 No. 2 
x4 flat 1x4 ...... 74.00 76.00}52 @°24... 49.00 *39.00 2x 4 $38.00 $34.00 

pine 1x6&8 | «76:33 (75-71 9. 9. Timbers 20 & Under, _ » Beaeeabeosenciccibenbanes ap ey 
ata 43.00 42.24]1x5&10 ... 80.00 85.00 2x10 No. 1 2x 8 EOE eee ae ec hy egg ae 37.50 3250 
» etnies sean ate No. 1 Feneing 12 45.58 40.50 |Shortleaf— BE ecinanelonecuacaanaiees 42.00 34.50 

ld ‘61 Standard Lengths |[;4 °°"'"'" 4031 38.60 SOE ksbtsawensdancereavecuers Se 36.50 

_. eee 39.84 ....4sg (°° °° 45.40 39.05 [3x4&4x4... 38.66 933.56 
Drop Siding, Stand- ME is esa 38.85 *38.401;9 @ 90. 45.90 47.00|4X6—8x8.. 32.90 *32.22 Lath, 3%x1%, 4-Foot 
ard Lengths, 1x6 22 & 24 51.50)2&4x10 ... 44. 40 Swat _ 
No. 117— No. 2 Fencing . sl 5x10-10x10 48.34 a No. ie ish naSecgsiecetgcuensa teria Same tots tare Wier ee aiank eee eee eT $6.75 
B&better.. 48.17 £50.00] Standard Lengths |?x12 BRAX1S ... 54.38 48.00 | NO. 2 ----ererererencscevcccccvececerens 6.75 
ee aire 43.83 *45.00 12 & 14... 48.08 42.5517; 5x12/12x12 53.91 41.50 pc 
. ph era nid 39.83 *41.00)1x4 ---.-. 29.49 SG-FG016 .... 0% 48.95 43.50 *Applies to the new SPA grade of No. 1 
No. 116— ERO xevcas 32.05 30.08 4 Bieksueh ete *50.43 45.50 common. 
B&better.. "50-00 SEO08 ok os ee 3s ** 51.13 49.50 
oe ee 51.80 *50.00|No 1 Boards & Shiplap 3° & 24...*64.25 a No. 3 Dimension, 
D eres cknters 41.73 41.00 Standard Lengths 
No. eee 26.27 26.50 arena Plaster Lath >. ere 22.78 21.81 
eS | "Sepa fe et Ba] RED CEDAR SHINGLES 
3&better. Ba-00 5S.001IKS ..5..% 40.00 . 3x1”, 4’ eee 25.3% 2.29 e . ss cis 
s5o5 bak 52.00 *52.30)1x5&10 ... 41.40. No. 1 6. *5.8912x10 ..... 25.50 22.04 Seattle, Wash., Nov. 24.—Average prices on 
D Waianae 41.75 40.00]1x12 ..... 50.25 51.13.No. 2 6.00 a pega 30.94 25.25 | red beg shingles, f.o.b., mills, are: 
: ea 5 SAY ah ig plop Berne iarcal.we erat are arpterele era TRtaTe $5.05 
ee rn ene ar rn rn 3.00 
Boards and Shiplap tale ane ar ide wrelargre cae Wierel ewe eee aisle 2.00 
DOUGLAS FIR 1x6 ix x10 ad Perfections: 

Senttle, Wash., Nov. 24.—Current quota- i. : eer et ay a ene % oe p ry PE rap ta patereol 5: biaierereyelaladaieon UNeraGeateds pe 
tions f.o.b. mili on Douglas fir items in mixed No. eet 20.00 20:00 19.00 22:00 | 3-18” 5/214 Saal ehaheebsb abcess bie oie AS 210 
ears for rail shipments direct to the trade Or SO cvece . ° XXXKK “TTT eT LeeLee ee ee ee ef ° 
appear below: No. 1 we 1-16” 5/2 ooeeseewe= 5 60 

Vertical Grain Flooring 12 16 20 aati tate amet eetatiere aie. 70 
r. c D OE ein cscee * oH $31. 50 $32.50 $39. 50 $32.50 Nn os a on mnabaginaolaeaink a 
rrr. 60.00 $55.00 $45.00 eee 31.50 33.00 33.00 33.00 a ec 
Mlat Grain Flooring rr 31. 2 31.50 32.50 32.50 32.50 
|, OG a oe. $44.00 $42.00 $37.00 Se 31.50 31.50 34.00 34.00 34.00 
BEG skscca decease 49.00 47.00 a 5) ere 33.00 33.00 35.00 35.00 35.00 WESTERN RED CEDAR 
ow ones No. 1 Rough and/or Surfaced Timbers 
1x6 Pat. No. 106....$49.00 $47.00 $39.00 i 
1x6 Pat. No. 116. 49.00 47.00 39.00 4x4 to 4x12-inch planks 20 feet and Seattle, Wash., Nov. 24.—Prices for red 
"Ceiling PERI, CEE, cinis cc eceia ha maliwiew aera 30.00 cedar siding in mixed cars, new bundling, 
MME. kk nla Ave cemnralereie $36.00 $34.00 S27.00 1251S DO EE. BRE SROLGET eo ccc ccdivewee 27.00 8 to 18 foot, f.o.b. mills, remain as quoted in 
BOE ven 5oeceevestacs 44.00 42.00 37.00 SARLS Be UP Be WNSe i666 6 50s cewatan swe 29.00 issue of Aug. 9, 1941.—Editor. 








WESTERN PINES 


Following delivered prices, based on past sales, were reported to the Western Pine Association by members during the period Nov. 10 to 








15, inclusive. Both direct and wholesale sales are included and are based on specified items only. Two districts are given, one being the 
State of Illinois, outside of the Chicago metropolitan district and the other the State of Pennsylvania. Quotations follow: 
Illinois ~ Pennsylvania———\, mH lllinois ~ = Pennsylvania——, 
PONDEROSA PINE IDAHO WHITE PINE 
Selects S2 or 4S— Selects, S2 or 4S— 1x8 6/4RW 1x8 6/4 RW 
1x8 5/4RW 6/4RW _ 1x8 5/4 RW 6/4 RW oo i ae eet = lhe 
Sere $78.00 $83.23 $85.75 $81.25 $87.25 $85.25 ded ae ae oe 
> WARS os ess 63.25 71.25 67.08 67.00 73.00 73.00 nial ling ard nial ling ard 
—— s2s— No. 1 No. No.1 No. ‘ No. 1 No. 2 No. 3 No.1 No. 2 No. 3 
BME fasta kanaigisr sco re acer $58.39 $52. 05 evewastks Commons S2 or 4S— 
Oe ee ere 58.25 51.25 Ix 8 RL....$59.25 $56.00 $47.39 eee $57.73 $49.20 
1x12 RL. 61.30 47.89 Bikes 62.69 49.07 
Commons, S2 or 4S— No. 2 No. 3 No. 2 No. 3 No. 4, 4/4 U tility 
Ix § Dr tcistca eiavetarsvets $48.90 $45.72 $51.56 $46.15 RW€ERL ... 41.00 
BEES BEEd 6 tiecscaerens 49.91 43.55 52.50 46.52 SUGAR PINE 
No. 4, 4/4 RWRL.... aoe 36.75 Seed 39.10 Selects S2 or yr 
-" RW 5/4RW 6/4RW 4/4RW 5/4RW 6/4RW 
LARCH—DOUGLAS FIR C Sei, His. ny eile ae arte $92.50 $91.50 
No. 3 Com, S2 or 48, 1x8, RL.$43.25 — s2s— No. 1 No2 No. 3 No. 1 No. 2 No. 3 
We. 2 Bemvemeren ge Re wiere wo 0 $63.75 asi naire Sheiers AKG gibriise 
ME PEN Aca vlareje a siecere acer oe awe a 45.50 Yr aretgdeinie 4 iy ne 53.75 
AMI 5 3 rorrgrantniny Seg notarwie eae Gees 44.00 Pe hese ace 58.75 
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Current Market Review 


Softwood business showed a decided 
slackening in the two weeks ended Nov. 
22, being 7 percent under shipments and 
10 percent behind current production. 
With files of unfilled orders slightly re- 
duced, and some addition made to their 
assortments, mills generally were more 
eager for business, and soft spots were 
uncovered in Douglas fir and the western 
pines. Upper grades generally are 
stronger than commons. Southern pine 
mill stocks are still so depleted, with pro- 
duction curtailed by recent rains, that 
prices are firm; revised ‘ceiling’ on these 
became effective Nov. 24. West Coast 
mills find both domestic cargo markets 
duller and are accumulating some stock, 
items of which are said to have been of- 
fered at considerably below OPM maxi- 
mum. Middle West yards are reported 
to be entering the market for rail ship- 
ments, however, and probability of a $1 
advance in the intercoastal cargo rate, 





SOUTHERN HARDWOODS 


Following are ranges of f.o.b. mill prices 
on rough, air dried southern hardwoods, from 
reports of sales made during the week ended 
ended Nov. 24: 








Quartered Red Gum Plain Tupelo 

FAS— FAS— 

Bre einees 100.00 OFS veweue $8.00 @54.00 

No. 1 & Sel.— OS) eee 60.50 

i oer 64.50 | No. 1 & Sel.— 

0) aa 64.00 @ 66.00 4/4 ......38.00@44.00 
Plain Rea Gum Se vneese 50.50 

No. 1 el.— 

awe 50.75 Soft Maple 

No. 2 Com.— FAS— ” 

4/4 ......28.00@30.00 | 8/4 .----. 70.00 

Quartered Sap Gum No. 1 & Sel— — 

7AS— i. er 60.00 

BO snvens 69.00 Bassweed 

8/4 wee (2.501 No. 2 Com.— 

No. 1 & Sel.— iS ree 35.00 

Ts SEEaaaeapears 58.00 7 
Plain Sap Gum Willow 

FAS— 7 No. 1 & Sel.— 

re ¢veeas 67.50 YS are 42.00 

No. 1 & Sel.— No. 2 Com.— 

Y | es 40.00 @ 44.00 it Bere 27.00 

are wseses 49.00 

OPO ic acses 54.00 Cypress 

No. 3 Com.— Shop— 

O°) rer 16.00 re teenies 37.00 

Sound Wormy— No. 2 Com.— 

i, ere 35.00 fee 32.00 
Plain Red Oak Jt Pee 32.00 

FA i, eer 32.50 

4/4 ......50.50@52.00 Pecky— 

BPG saeves 67.00 @ 68.00 ore wanes 21.50 
Current prices of oak flooring are un- 


changed from list that appeared in issue of 


Sept. 6.—EDITOR. 





MAPLE FLOORING 


Northern maple flooring mills report the 
following average prices realized f.o.b. floor- 


ing mill basis, during the week ending 
Nov. 22: First Second Third 
SS (eee $80.98 $65.27 





WEST COAST LOGS 


Seattle, Wash., Nov. 24.—Average prices of 
logs are as follows: 


Fir No. 1, $30-31; No. 2, $22; No. 3, $16; 
Peelers, No. 1, $40-41; No. 2, $32-35. 
$20-21; lumber logs, 


Cedar Shingle 


$34-35. 


Hemlock: No. 2&3, pulp logs, $15.50; lum- 
ber logs, $18.50-19.50. 


logs, 


combined with attractive mill prices, may 
provide a stimulus to east coast demand. 
An appreciable portion of eastern Defense 
needs, that would normally be filled by 
shipments from the Pacific Northwest, is 
being met by New England “hurricane” 
pine, but the East has been able to get 
only a small fraction of its normal spruce 
shipments from Canada. Now comes a 
disturbing rumor that the English Gov- 
ernment, because of shortage of ships and 
its ability to get shipments from Russia, 
may release its spruce stocks in eastern 
Canada and perhaps also large accumu- 
lations of British Columbia rail-shipped 
fir in storage at ports along the eastern 
seaboard of the United States. Railroads 
continue heavily in the softwood market 
for car material, and box makers are 
brisk buyers of the low grades. Govern- 
ment purchasing has recently been some- 
what slower, but officials assert that it 
will absorb all that the mills can produce 
as authorized construction is contracted 
for. Building reports indicate an insis- 
tent demand for homes, and there are 
indications that contractors and _ retail 
dealers are getting over the first shock of 
the SPAB priorities order and finding 
that by substituting other materials for 
the scarce metals they can provide sound 
and salable residences. And vigorous ef- 
forts are being made to modify Govern- 
ment controls and reassure the public, so 
that private building can go ahead. 
Hardwood production in the South is 
curtailed by heavy rains, and scarcity of 
dry stocks is delaying shipments. New 
business in the two weeks ended Nov. 22 
exceeded shipments, and they were above 
production. Indications that “ceiling” 
prices may be established on some species 
are having an effect on demand, the fur- 
niture plants having eased up in their 
purchases. Oak flooring sales are season- 
ally slower, but Lend-Lease shipments 
are reported to be reducing mill accumu- 
lations of rough stock and to have re- 
sulted in a little firming up of prices on 
this. Substitution of hardwoods for met- 
als for many industrial purposes is having 
a steadily increasing influence on the 
market. Low grades continue in active 
call for wood containers, use of which is 
being stimulated by higher priorities on 
steel needed by box and barrel plants. 





B. C. Makes Hardwood 
Flooring 


Production of hardwood flooring from na- 
tive British Columbia woods has now been 
commenced in Vancouver. The Mohawk 
Handle (Ltd.), operators of a large plant 
at New Westminster, have now installed 
machinery for the utilization of British Co- 
lumbia maple and birch. The move is espe- 
cially important in view of restrictions on 
importations from the United States. After 
kiln-seasoning, a synthetic resin is used to 
prevent swelling or shrinking. 
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Paint Concern Appoints 
New Eastern Manager 


MINNEAPOLIS, MINN., Nov. 24.—W. F. 
Platt, Jr., has been named eastern division 
sales manager for the Archer-Daniels-Mid- 
land Co., to succeed G. H. Tomlinson, east- 
ern manager since 1923, who retired Nov. 15 
from active business. Mr. Platt has pre- 
viously been manager of the company’s 
Philadelphia, Pa., office. 

Mr. Tomlinson expects to spend some time 
in Florida. He has been in the linseed oil 
business since 1903. 

Other changes include the appointments of 
E. W. Kaufman as manager of the Phila- 
delphia office, of Harry A. Pope as head of 
the New York office and of Walter C. 
Doescher as his assistant. 

The sales force and other personnel of the 
New York office of Archer-Daniels-Midland 
Co., and the Werner G. Smith Co., a division 
of the former, have been consolidated for in- 
creased efficiency. 








FOR 
TODAY’S BUILDINGS... 


. . « there is no flooring more pleasing or 
practical than Northern Hard Maple. Year 
after year of service has proven Maple's 
abrasion-free, long life—yet it promotes 
comfort, health, and worker efficiency in a 
truly 1941 manner. And Maple's natural 
beauty now has more modern versatility 
than ever—with penetrating-seal or color 
finishes and selected grades—in strips or 


blocks. 


Every month the Maple Flooring Manufac- 
turers Association points out in national 
advertising the advantages of using Maple. 
There's good business ahead for dealers 
who stock MFMA Hard Maple—(grading 
supervised and guaranteed by the Associa- 
tion). Write for grading rules and infor- 
mation on finishes—natural or color. 


MAPLE FLOORING 
MANUFACTURERS ASSOCIATION 
1795 McCormick Building, Chicago, Illinois 








| lovey 7777, 


MFMA Maple 


(MORTMERNM HARD) 





THE LONGEST-WEARING COMFORTABLE FLOOR 





